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Another important promotion...from Zonolite | 


silyl 


Wi 


This dominant, full page ad appears in 


BETTER HOMES & GARDENS—OCTOBER 


Launching a round-the-season schedule of hard-hit- 
ting Zonolite advertising in other leading magazines. 


American Home e New Homes Guide e House Beautiful’s 

Building Manual e House & Garden's Book of Building e 

Popular Science « Popular Mechanics e Workbench e 
Mechanix Illustrated e Family Handyman 


Oil up your 
Cash Register— 
you’re going to 

be using it 


That’s right! Zonolite’s ‘“‘Easy-Time” Fall 
Campaign is the best medicine for the tight 
money economy. Turns hard-times into 
““Easy-Time”’ selling. Brings business your 
way like a magnet! 


It’s another “‘first’’ for Zonolite! Get your 
full share of ‘“‘Easy-Time” Fall profits by 
capitalizing on the advertising power, promo- 
tion, and free merchandising service offered by 
Zonolite Company. The coupon starts you off! 


s 
Mail Coupon secins* 





ZONOLITE COMPANY, Dept. s:s-:¢8 
135 S. LaSalle St., Chicago 3, Il. 


YES! | want “Easy-Time” fall profits! 
Send me full details and tie-in materials. 


Nome 
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Address 











City Zone_____Stete 








: in 100 Customer-Selected Colors, and 3 PVA Finishes. 
; It's easy to apply with roller, brush or spray... 
maneaneengetet and you stock white only! Your SatinTone Tinting 
Units give you the fresh colers you want... without 
intermixing . 


in 165 Colors and 13 Finishes. 100 of the units are 


DAVIS DEALERS HAVE perfect color mates for the 100 SatinTone Colors. 
THE 17 FINEST, _ iliciaiiiaiia 
FRESHEST PAINT 

PRODUCTS IN TOWN... | 


the finest indoor or outdoor enamel ever produced! 
Radiant Taj Mahal Ultra Satin Finish is everything 
your most discriminating customer could demand 
in a fine paint product. 

Your first golden package will prove to you that 
this is the ultimate in superb paint. . . a taffeta- 
smooth, velvety-soft enamel that dries to a 
porcelain-hard surface. It won’t fade, peel, blister 
or streak and the lovely, fresh MultiTint Colors are 
just what your customers want. 


— _——_—s 


WRITE TODAY FOR DETAILS: — wo.91 
A COMPLETE THE H. B. DAVIS CO., Bush & Severn Sts., Balto. 30, Md. 


INTERIOR PAINT | Send me a free sampling package of SatinTone and a 


Tinting Unit and more details on the Davis Paint Mer- 


DEPARTMENT aia tron 
re) mel. | 4 i 


y Nam 
Davis Paint 2-part Merchandising Company Name 


$329.50. tock only white Tighe 
Davis Color Units i State......-_....... - 
S C0. 


Bush and Severn Streets, Baltimore 30, Maryland 
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to fill your building materials needs 


Reynolds Aluminum Supply Company offers you 
nine completely-stocked building materials ware- 
houses located to serve any geographical area in 
the Southeast. These nine warehouse locations are 
situated to give you immediate service and supply 
on any. of the thousands of building products 
which each warehouse carries. 

To fill your immediate or long-range building 
materials needs, you have only to contact one of 
the 80 service representatives covering the: South- 
east, or call the warehouse nearest you. Either 
way, your order will be handled promptly and 
efficiently, with delivery arrangements made to 
suit your requirements. The warehouses are 


General Offices 


located to serve you best, the service representa- 
tives are trained to assist you, and the complete 
stocks of building materials are available in any 
quantity. This is the unbeatable service combina- 
tion designed with you in mind. This is Reynolds 
Aluminum Supply Company. 

The easiest way to have a profitable and pleas- 
ant building supply business in the Southeast is to 
depend on Reynolds Aluminum Supply Company 
as your complete one-stop source of quality build- 
ing materials. Call the Reynolds Aluminum 
Supply Company nearest you today for service 
tailored to your requirements. 


Atlanta, Georgia 


Our 44th Year 


%& WAREHOUSES: 4: 
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FOR DOUBLE 


BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers. 


EASIER TO STOCK 
Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped. 


6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows. 


Ki 


MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION-tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 
profit make TENSION-tite 
the screen to handle. 


YOUR CUSTOMERS LIKE IT! 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE 
All-aluminum TENSION- 
tite screens have simple, 
foolproof hardware that 
does not attract children. 


im For additional information please write 


RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


international Trade Mart « New Orleans 10, La. 
TUlane 7186 
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WHAT'S NEW 
in Building Trends 





Economical Backyard Storage Houses 


The prevalence of homes without basements and 
attics has created the problem for many home-owners 
of a storage place for garden and lawn tools, window 
screens, and children’s toys. 

A backyard storage house — easily erected by the 
Do-It-Yourselfer — may well be the answer to this 
problem. It may also result in increased sales for 
the lumber dealer. 

The use of 2”x4” lumber framing on a concrete 
slab with tempered hardboard walls and roof makes 
for easy and economical construction. 

Rafters, studs, and joists all should be erected 16” 
on center. Panels of 4” tempered hardboard are fas- 
tened to the framing with 4d nails. Nails should be 
spaced every 4” on the edges, and 8” apart on the 
studs over the rest of the panel. Joints are covered 
with 2%” hardboard battens set in asphalt cement. 

The interior of the storage house can be left with 
open framing, or finished. Perforated hardboard pan- 
els are recommended. They keep floor space clear 
by providing a handy place to hang almost every- 
thing. 


Glue Sprayer Saves Labor, Storage Costs 


A new system of spraying glue — instead of apply- 
ing it with a scratcher, paint brush or roller — has 
proved a time and space saver for the House of 
Cabinets, Inc., Warren, Mich. 
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A liquid spray pump, powered by an air-cooled 
7%-hp compressor, coats one side of the plywood 
base and the underside of the laminated plastic cov- 
ering with a smooth, thin layer of glue. The wood 
base and the plastic top are immediately put to- 
gether and run through compression rolls to obtain 
permanent and uniform adhesion between them. 

Trimming, drilling, cutting, and edging operations 
can proceed as soon as the part has been run through 
the compression rolls. There is said to be no waiting 
for drying time; no storage space necessary to stack 
the tops; and less scrap. 


Convenient Nook for Kitchen Diners 


Recent surveys have shown that most homemakers 
want their dining facilities in a separate area from 
the kitchen, but still within a few steps of the range, 
refrigerator, and other appliances. 


One dealer gained a profitable remodeling job when 
he suggested an “individual” decor for this compact 
dining nook that provides plenty of room for the 
average family. The adjacent counter space can be 
used for serving and stacking dishes. An adjustable 
light, wall knick-knacks, and an attractive planter 
are effective accessories. 

Colorful light and dark aqua Marlite blocks were 
alternated to create the unusual “checkerboard” wall 
treatment. Plastic-finished hardboard was used to 
cover the ceiling and cabinets. 

Other practical kitchen-dining area arrangements 
include partial walls with handy pass-throughs and 
a folding table that can be hinged to a wall, or a 
built-in kitchen “island.” 


New Method Gives Panels 3-D Effect 


A new way of finishing white pocket Douglas fir 
panel boards has presented architects and builders 
with a wall paneling of unusual texture. 

Before installation, white pocket boards are given 
a coat of the desired color of paint. When dry, a coat 
of gold, silver, or other light pigment is brushed on, 
then quickly wiped off. The gold or silver remains 
in the tiny pockets to give a lovely three dimensional 


effect. 
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Model A40 
VP 


Inserts 


This modern 
sweep-over type of 
threshold is completely 
water proof, protected at 
| floor contact points with long 
for long- asting vinyl inserts. 
lasting We manufacture 45 threshold 
" : types. Send for new catalog— 
Satisfaction S7A. 


A750 Aluminum 5” » 4” B750—Brass 5” x 4” 
A new, effective latch track that will 


| 
| 
fill the growing school building demand. | 


w/s 
handy 
th nails. 


12 coils in 
dispenser w 


| 
| 
/ 
: Bronze 
| 
| 
| 


JUUTA 


1775 AIRWAYS «+ PHONE FA 7-8431 « MEMPHIS, TENN 
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' ‘DF PA’ 


TESTED 


*QUALIT ys 
in Fir Plywood 


DFPA-tirst again to open new markets for you 


New vacation cabin promotion fits the trend to leisure living. Tie-in for profitable plus sales. 


a 1. Advertising and pub- * 2. Cabin Plans *designed 
licity pre-sells idea . . . tells 7 z by top architects make your 
your customers “enjoy leisure ye j I yard “cabin planning head- 
more in a vacation cabin... ‘Wee: : = e8 quarters.” Order plans for 
see your lumber dealer.” Td - your customers from DFPA. 


big, full-color idea booklet 
showing cabins, floor plans. 
Also tie-in newspaper ad 
mat for your own promotion. 


*Write DOUGLAS FIR PLYWOOD ASSOCIATION, Tacoma, Washington, for samples and complete information, 


REMEMBER! Stock and sell only DFPA quality grade-trademarked plywood 
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SPECIAL S*BsS REPORT 


THE OUTLOOK 
from WASHINGTON 


October 1958 


Thought te the month: Most Americans today are working from one to four days 
o Sy work week just to pay their TAX bill. 


New Social Security legislation will cost you more next year. In '59, employees 
will cost employers up to $120 each, $216 by '69 ($324 if self-employed), 
assuming that benefits will not increase again as usual during election years. 
Employees hand over like amounts, you will recall. 





Present tax is 2 1/4% of aE up to $4,200 each on employer and worker. 
Under new law, rate hikes in '59 to 2 1/2% on earnings up to $4,800. 
Additional 1/2% increases presently are due in ‘60, '63, ‘66, and ‘69, 

at which time 9% of payroll will be pumping into the Social Security 
program (likewise assuming no additional benefits are enacted). 


American businessmen have contributed to business upturn in three ways. That's 
what the U. S. Chamber of Commerce claims to have unearthed in a recent 
analysis of post-recession factors. As clues to future success of any company, 
here are recovery measures believed to have been most effective: 








Cost-Cutting — Elimination of unprofitable items, procedures, and 
techniques. 





Maintaining Sales Efforts — Refusal to cut advertising, sales, and 
promotion budgets, despite lower profits. 





Offering Better Values — Giving customers more for their dollars by 
speeding up production of new and improved products. 





Dollar value of new construction put in place in August Shattered a record. 
~ USD reports t that the figure rose e to a record monthly high of $4. 8=-billion, 
3% above a year earlier. Outlays for first eight months of '58, at $31.5- 
billion, were up a little from the comparable '57 period, but physical volume 
was probably about equal during both years. 








Who's to blame for today's housing shortcomings? M.I.T. Dean John Burchard re- 
cently pointed an accusing finger at the erican home-owner. An authority 
in the humanities and social studies, the AAAS past-president commented: 
"Even though individual housebuilders and architects have demonstrated how 
fine American houses can be, the kind of houses most Americans actually buy 
suggests their ironic lack of desire to make the civilized choice." 


Unemployment fell by 600,000 to a 4.7-million mark in mid-August. USDL indicated 
that the drop was "not as large as that considered normal." Government of- 
ficials now look to September as the real clue to what the job-picture will 
be in future months. Next report, they say, will automatically drop out in- 
fluence of students with summer jobs in the labor market. 
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Southern 
Building 
Supplies: 


Striving to serve these 
Associations which serve 
building supply dealers 
throughout the South 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: Emanuel J. Vakakes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid Build- 
ing, Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 
FRanklin 5-8283. President: L. A. Hardman, Helena, Ark. 


Building Material Merchants of Georgia — 610 Glenn Building, 
120 Marietta Street, N. W., Atlanta 3, Ga. Tel. JA 3-7349. 
Executive Secretary: Herbert G. Drews. President: Harrell C. 
Murray, Savannah, Ga. 


Carolina Lumber and Building Supply Association — | 14 Build- 
ers Building, Charlotte, N. C. Secretary-Manager: E. M. Garner 
Tel. FRanklin 6-1503. President: R. B. McClure, Charlotte. 


Florida Lumber and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs. 
Marie M. Bennett. Tel. GArden 2-3761. President: Arthur C. 
Bivins Jr., Miami, Fla. 


Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Marvin Van Fange. 
Tel. 4607. President: A. E. Nickelson, Emporia, Kan. 


Kentucky Retail Lumber Dealers Association — Marion No- 
tional Bank Building, Lebanon, Ky. Exec. Vice-President: Donald 
A. Campbell. Tel. 72. President: Wallace W. Henderson, Hop- 
kinsville, Ky. 

Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Exec. Vice-President: R. Needham 
Ball. Tel. 2-4080. President: T. W. M. Long, Shreveport, La. 


Lumbermen’s Association of Texas — 304 First Federal Savings 
Bidg., Austin 1, Tex. Executive Vice-President: Gene Ebersole. 
Tel. GReenwood 2-1194. President: Ralph G. Campbell, Fort 
Worth, Tex. 


Middle Atlantic Lumbermen’s Association — 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Director: 
Robert A. Jones. Tel. PEnnypacker 5-5377. 


Mississippi Retail Lumber Dealers Association — 607 North 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary- 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: Wilson 
Virden, Rolling Fork, Miss. 


National Retail Lumber Dealers Association — 302 Ring Build- 
ing, 18th and M Streets, N.W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. NAtional 8-6757. President: 
J. C. O'Malley, Phoenix, Arizona. 


Oklahoma Lumbermen’s Association — 815 Leonhardt Build- 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan. 
Tel. 7-0338. President: R. E. Fraley, Ardmore, Okla. 


Southwestern Lumbermen’s Association — 512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: G. Kenneth 
Milliken. Tel. Victor 2-2265. President: W. M. Robinson, St. 
Louis, Mo. 

Tennessee Building Material Association — 711! Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. Brownlee. 
Tel. 2-0185. President: Harvey Foskett, Gallatin, Tenn. 


Virginia Building Material Association — 3305 Monument Ave- 
nue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. EL 8-1749. President: Fred Shortt, Grundy, Va. 


West Virginia Lumber and Builders Supply Dealers Asseciation 
— P.O. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: D. G. Ogden, Dunbar, W Va. 
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ARKANSAS PINE 
MILLWORK 


DOOR JAMBS 
MOULDINGS 


TOP-FLITE 
ATTIC STAIRS 


WINDOW FRAMES 


-FORDYCE SUPERIOR 
PRODUCTS MEAN 
PROFIT FOR JOBBER 


ww 


The complete line of kiln dried Arkansas soft texture 


yellow pine, pine millwork, exterior and interior door 
jambs and window frames means more and bigger 
profits for building supply jobbers. 


Investigate also the Top-Flite folding attic stair. A 
sample may be ordered at car load price. 


Write, call or wire today! 


ys hs 
FORDYCE WOOD PRODUCTS 


INCORPORATED 


P. O. BOX 312 FORDYCE, ARK. 


SOUTHEASTERN AGENT 


W. M. (BILL) INGRAM 


P, O. BOX 8126, STATION F ATLANTA, GEORGIA 
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Put window beauty 


on your sales force! 


| ie Andersen WINDOWALL that you deliver goes to work for you— 
telling builders and homeowners alike that you're a supplier of quality 
materials . . . that you take pride in what you offer your customers! 


The lasting customer satisfaction and pride of ownership that naturally go 
with Andersen Window Units create good will—and word-of-mouth advertising 
for you. These nationally recognized wood windows give both builders 
and homeowners what they want. They’re easy to install; they operate smoothly, 
eliminating troublesome callbacks. And they give the owner window beauty 
that has never been matched by any other window! 


Yes, Andersen WINDOWALLS can be STAR SALESMEN for you! Put them 
to work as the star members of your sales force starting right now. 


Get more facts on profit possibilities with Andersen Wood Window Units 
from one of the distributors listed below. Or write Andersen, 


Bayport, Minnesota. 


<—« Andersen Flexivent® Windows in a St. Louis home, Edward Francis Gordon, architect. 


Andersen Windowallls ce cssoxsy 


TRADEMARK OF ANDERSEN CORPORATION 


avaliable from complete stocks of these distributors: 


ALABAMA 

Sash & Door Co. 
Birmingham 
FLORIDA 
Huttig Sash & Door Co. 
Jacksonville 
GEORGIA 
Huttig Sash & Door Co. 
Atlanta 
KANSAS 
Rock Island Wholesale Co. 
Wichita 
United Sash & Door Co. 
Wichita 
KENTUCKY 
Huttig Sash & Door Co. 
Louisville 
Weyerhaeuser Distributing Yard 
Louisville 
LOUISIANA 
Davidson Sash & Door Co. 
Alexandria, Lafayette 
and Lake Charles 
New Orleans Sash & Door Co. 
New Orleans 
United Sash & Door Co. 
Baton Rouge 


organ 
Baltimore 


MISSOURI 

American Sash & Door Ce. 
Kansas City 
Lumbermen’s Supply Co. 
St. Josepl 

Huttig Sash & Door Co. 
St. Louis 

imse- Schilling Sash & Door Ce. 
St. Louis 

Toombs & Co. 
Springfield 

NORTH CAROLINA 
Huttig Sash & Door Co. 
Charlotte 


TENNESSEE 

Huttig Sash & Door Co. 
Knoxville and Nashville 
Memphis Sash & Door Co. 
Memphis 


TEXAS 

Davidson Sash & Door Co, 
Austin 

Huttig Sash & Door Co, 
Dallas 

VIRGINIA 

Huttig Sash & Door Ce. 
Roanoke 

Morgan Millwork Co. 
Arlington 


qw ANDERSEN CORPORATION + BAYPORT, MINNESOTA 








INDUSTRY NEWS 


Manufacturers, Wholesalers, Associations 





Wrightsman Fills SBS Post 
Vacated by Donald Moore 


Sid Wrightsman Jr. has been 
named editor of SOUTHERN BUILD- 
ING SUPPLIES, to succeed Donald 
L. Moore, who resigned recently. 

Formerly S-B-S associate editor, 
Wrightsman joined W. R. C. Smith 
Publishing Co. in January 1957. In 
that capacity, he has since traveled 
extensively throughout the South, 
and is known to many distributors 
and dealers in the building supply 
field. 

A graduate in journalism from 
the University of Texas, he was 
executive secretary of the Medical 
Association of Georgia and director 
of its publications before joining 
Smith Publishing Co. 

Succeeding Wrightsman as 
S-B-S associate editor is Harrison 
Watts, a Waycross, Ga., native, 


Sid Wrightsman Jr. 


who obtained a Bachelor of Arts 
degree from Emory University in 
1957. 





Building Shows Gain After Early Lag 


A report by the F. W. Dodge 


Corp. reveals that construction 
contracts in the United States in 
July totalled more than $36-bil- 
lion, a gain of 24 per cent over 
the same month during 1957. 

Despite the lag in business not- 
ed in the early part of the year, 
the volume of construction during 
the months of May, June, and July 
has been the highest in history. 
It now appears, according to a 
Dodge Corp. economist, that con- 
tracts are well on the way to a 
new record. 

An increase of 44 per cent was 
reported in apartment building 
contracts, but contracts for one- 
and two-family houses also rose 
in July by a substantial 18 per 
cent. Non-residential building 
showed a gain of 12 per cent over 
July, 1957. 

During July, residential con- 
tracts were up 21 per cent from 
July of last year. Heavy engineer- 
ing contracts experienced a gain 
of 49 per cent from last July. Total 
construction contracts for July 


12 


amounted to well over $3.6-mil- 
lion, a gain of 24 per cent over 
the same month of last year. 
Cumulative totals for the first 
seven months of 1958, with per- 
centage changes from the corre- 
sponding pericd of last year, were: 
non - residential, $6,572,077,000, 
down 5 per cent; residential, $8,- 
057,400,000, up 4 per cent; heavy 
engineering, $5,740,077,000, up 11 
per cent; total construction, $20,- 
369,554,000, up 3 per cent. 


WILLIAM H. SCHEICK, at right, is 
new vice-president of research and de- 
velopment for the Timber Engineering 
Co., research-engineering affiliate of 
the National Lumber Manufacturers 
Assn. He succeeds Carl A. Richell, who 
is retiring after 22 years service with 
Teco. 

Scheick was formerly executive di- 
rector of the Building Research In- 
stitute and Building Research Advisory 
Board. 


Construction Cost Rise 
Is Under 1957 Level 


The American Appraisal Co. 
Construction Cost Index (national 
average), recently reported that 
construction costs rose 6 points 
during the second quarter of 1958, 
as compared to 10 points for the 
same period in 1957. 

This increase was caused by 
scattered material price increases 
and higher labor rates which be- 
came effective during this period, 
it was said. 

The index is based upon a de- 
tailed analysis of materials and 
labor required for representative 
types of industrial building struc- 
tures, repriced monthly in accord- 
ance with (1) prevailing wage 
scales and labor performance for 
the various building trades, and 
(2) quotations for construction ma- 
terials in 30 key cities in the 
United States. The index assumes 
normal average conditions and 
does not give recognition to over- 
time or premiums paid for mate- 
rials in individual cases or under 
temporary abnormal conditions. 

The index applies to construc- 
tion only and does not include fac- 
tors for building fixtures and dec- 
orations. The index figures are 
based upon “100” representing 
1913 costs. 
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For rugged framing... 


suggest DOUGLAS FIR 


the nation’s first-line wood for structural purposes 


DOUGLAS FIR—{for built-to-last framing. 
More than any other single property, the strength 
of Douglas Fir accounts for its large use volume. 
For beams, posts, stringers and other structural 
purposes, it is manufactured in stress grades 
designed for ready and predeterminable use to 
sustain any given load. The straightness, stiffness 
and nail-holding power of Douglas Fir also add to 


its excellence as a construction material. 


For interior trim, mouldings and millwork, 
Douglas Fir combines long-lasting service with 


pleasing appearance. 
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Write for FREE illustrated book 
ibout Douglas Fir to: 

VESTERN PINE ASSOCIATION, 
Dept. 704-K, Yeon Building, 
Portland 4, Oregon. 


Western Pine Association 


nember mills manufacture these woods to high 
standards of seasoning, grading and measurement 


idaho White Pine - Ponderosa Pine - Sugar Pine 
White Fir - Incense Cedar - Dougiar Fir - Larch 
Red Cedar-Lodgepole Pine- Engelmann Spruce 


Today’s Westerr » Tree Farming Guarantees Lumber Tomorrow 


For more details on above items, use Coupon on Page 73 



























DISAPPEARING PAINT-STAINS — 
No longer an object of scorn by out- 
raged, paint-smudged Manhattanites is 
this New York City park-bench paint- 
er, employed by the Hudson Painting 
Co. As painting contractor for a ma- 
jority of the city’s outdoor benches, 
the firm has come up with a quick- 
drying 15-minute enamel, now on the 
market, said to dry completely by the 
time the painter has done the job and 
covered gear. 


SWA Meet to Highlight 
General Business Conditions 


The general business picture — 
its backlog, future prospects, com- 
petition, prices and availability of 
materials, labor conditions, factory 
finishing — today is uncertain. 

All these — and more — are 
topics to be hashed out in round- 
table discussion at the fall con- 
vention of the Southern Wood- 
work Assn. in Atlanta, Ga., No- 
vember 12-13, at the Henry Grady 
Hotel. 

The program also will include a 
report by Architectural Woodwork 
Institute Vice-President Robert 
Hoe of Poughkeepsie, N. Y., on the 
AWI cabinet brochure and its de- 
velopment. U. S. Plywood will pre- 
sent a motion picture of its Orange- 
burg plant plywood pre-finishing 
operations. 

Officers of the Southern Wood- 
work Assn. include John P. Bon- 
durant, Athens, Ga., president; 
O. S. Willingham, Macon, Ga., 
treasurer; and R. H. Whitten, 
Knoxville, Tenn., executive secre- 
tary. 
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INDUSTRY NEWS 


35-Man NLMA Committee Sparks 
‘Million-Dollar-Plus’ Campaign 















A 35-man committee of leading 
lumber manufacturers is heading 
up a “million-dollar-plus” nation- 
wide merchandising - advertising 
program for the National Lumber 
Manufacturers Assn., to promote 
lumber and wood products. A. B. 
Hood of Anderson, Calif., is com- 
mittee chairman. 

This National Wood Promotion 
Committee, responsible for direct- 
ing the campaign, has approved 
policies and budgets for the pro- 
gram to include: 

1. Advertising in national con- 
sumer and trade publications. 

2. Preparation of special book- 
lets, product publicity, and other 
promotional material. 

3. An expanded technical pro- 
motion field staff to work with 
architects, engineers, building code 
officials, contractors and other bulk 
consumers of lumber and wood 
products. 

4. A special effort to encourage 
increased promotional activities on 
the part of wood product and 
equipment industries closely al- 
lied to the lumber industry. 

Another objective will be the 
removal of building code restric- 
tions against wood. 

The technical promotion effort 
also will involve the development 


(Continued from page 12) 


and distribution of technical liter- 
ature and data on the performance 
of wood. 


17 Southern States Gain 
In ‘58 Building Contracts 


Of 18 Southern states, 11 came 
up with substantial gains in con- 
struction contracts for the first 
half of 1958, as compared to the 
same period in 1957, according to 
the F. W. Dodge Corp. 

While highest gains were re- 
ported for Missouri, South Caro- 
lina and Kansas, states with the 
biggest drops were reportedly 
Mississippi and Virginia. 

Dodge specified the “gainers” 
as Missouri, up 47%; South Caro- 
lina, 32%; Kansas, 32%; Okla- 
homa, 24%; Alabama, 16%; North 
Carolina, 11%; Texas, 10%; Dis- 
trict of Columbia, 9%; Georgia, 
5%; Maryland, 3%; and Tennes- 
see, 2%. 

States falling below the 1957 
level for the six months period 
were: Mississippi, down 22%; Vir- 
ginia, 17%; Kentucky, 14%; West 
Virginia, 7%; Delaware, 6%; 
Louisiana, 1%; and Arkansas, 1%. 


STRIKING EFFECT CREATED BY MULTI-HUED DOME 








This new Austin, Texas, municipal convention center and public auditorium is 
topped by a dome of aluminum in four contrasting colors. Two shades of green, 
a soft gray, and aluminum in its natural finish are combined to striking advan- 
tage. Seating 4,500, the building rises 78 feet above ground level, with the 
41-foot dome spanning the arena. In covering about 63,000 square feet of roof 
area, nearly 43,000 pounds of sheet, 8,000 pounds of extruded battens, and 


2,200 pounds of gravel stop were used. 
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goodbye old-fas!\\oned wall hooks! 


 handy-hanger *10 


3 gets tools up...ou! of the way! 


New gravity grip . . . makes old hioned wall hooks 
and brackets out of date! HA -HANGER is 
up-angled/ Holds everything securely. Wrought steel; 
cadmium plated. Supports a |: ressure of 1500 Ibs. 
Nails or screws to garage, basement and kitchen 
walls or studs. 


Size 2%” wide; 214” projection. 


40 million homes need six each. And nobody 
else but HAGER makes HAN HANGER! 





C. HAGER & SONS HINGE MFG. Co., ST. Louis ¢, 
HAGER HINGE CANADA LIMITED, KITCHENER, 
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SOLUTION TO WINTER-WEATHER BUILDING 


This 40’ wide x 80’ deep x 20’ high air-supported contrivance, the Cid Air Struc- 
ture, at top, was recently used by a Battle Creek, Mich., builder in erecting a Gold 
Medallion home. Within several days the six-room house, with an area of 1,309 
sq. ft. — complete with nailing on and finishing of roof — was constructed 
within the shelter. The completed house is 70’ across the front. 

The photo above shows building of the home inside the structure. Initially, 
the “tent” was placed over assembled materials (plus a medium-size maple tree 
on the lawn), anchored to the ground with sand ballast, and then inflated. During 
construction, workmen were protected from all weather variations, and were 
furnished excellent light for work because of translucent fabrie of the air struc- 


ture. 





Distributors to Convene 
November 9 in Chicago 


A round table discussion on ““The 
Wholesale Distributor — Survival 
or Suicide?” will be the highlight 
of the seventh annual meeting of 
the National Building Material 
Distributors Association on No- 
vember 9-12. The meeting will be 
held at the Sheraton Hotel in Chi- 
cago, Ill. 

T. J. Dougherty of Cincinnati, 
Ohio, president of NBMDA, stated 
that plans were being made to 
convene over 600 wholesale dis- 
tributors of building material in 
42 states, as well as sales repre- 
sentatives of the national manu- 
facturers. 
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U. S. Plywood Guarantees 
Price Ceiling for Plywood 


President S. W. Antoville of the 
United States Plywood Corp., has 
announced a guarantee against in- 
creases for the remainder of 1958 
of its new carload mill prices for 
Douglas fir plywood. 

These are based on $76 M. sq. 
ft. for the basic %” AD grade and 
$65 for the basic 5/16” unsanded 
sheathing grade. 

The corporation stated that its 
guarantee of the ceiling prices was 
motivated by the desire to stabilize 
its prices for the benefit of the in- 
dustries using plywood, and the 
approximate 30,000 lumber deal- 
ers marketing plywood. 


(Continued from page 14) 


Handling Methods Shown 
At NRLDA Exposition 


Following the theme of “Infor- 
mation, Please,” the materials han- 
dling demonstration program at 
the 1958 NRLDA Exposition in 
Chicago, Nov. 22-25, is planned 
for the needs, uses, and limitations 
of the individual dealer. 

According to Leonard S. Koenen, 
chairman of the materials handling 
committee, full-scale demonstra- 
tions will show dealers how they 
can utilize their fork trucks more 
effectively, how to supplement fork 
trucks with other mechanical han- 
dling equipment for greater effi- 
ciency, and how other dealers 
operate to get the greatest re- 
turn on their investment in me- 
chanical equipment. 

Methods of unloading long build- 
ing materials from single-door box 
cars, the use of fork trucks with 
other materials handling equip- 
ment, and the unloading of unitiz- 
ed lumber from single-door and 
double-door box cars will be among 
the demonstrations. 

The two-hour program will be 
held daily at the indoor siding of 
the International Amphitheatre. 


Home Ownership Inspires 
Builder-Manufacturer Drive 


How to bring the advantages of 
home ownership to more American 
families was the major item for 
consideration when the National 
Housing Center brought together 
the nation’s foremost home build- 
ers and top executives in manu- 
facturing concerns October 2-3, in 
San Antonio, Texas. 

Chairman Richard G. Hughes of 
the Housing Center’s board of 
trustees stated that during the past 
50 years the proportion of con- 
sumer income going into housing 
has declined almost two-fifths. 

He pointed out that the founda- 
tion for a combined builder-man- 
ufacturer drive was laid at San 
Francisco last year at the first an- 
nual National Executive Market- 
ing Conference. There, more than 
400 builders and manufacturers 
agreed on a united program that 
would embrace housing research, 
sales promotion, public relations, 
design, legislation, financing, and 
economic data. 
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In the next four years it is estimated that 
more than $15 billion will be spent on new 
schools in the United States. And your 
share will depend on how well YOU sell 
the idea of schools of wood to key people 
in your community. Lumber dealers in 
Tacoma, Washington, whipped this same 
problem with a concerted plan of action. 

West Coast Lumbermen’s Association 
has compiled a detailed case history of their 
sales-making program and it’s available to 
you, free, to help you do the same thing. 
This study emphasizes the necessity for 
aggressive action. When you start your pro- 
gram, follow these three steps: 


PUT ON A CONCEN- 
TRATED AND CONTIN- 
UVING SALES PROGRAM 


Call on everyone connected with making a 
design decision in the school building pro- 
gram. Let them know of your desire to 
help them construct a modern economical 
school. Start a direct mail program to in- 
sure key people receiving information on 
the building material you handle. Inform 
taxpayers of the many real advantages to 
be gained from wood construction. 


West Coast 
Lumber 


Douglas Fir »* West Coast Hemiock 
Sitka Spruce e Western Red Cedar 
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MEET WITH OTHER DEAL- 
ERS IN YOUR AREA, PLAN 
A COURSE OF ACTION 


Pool your information and fix your sights 
on the key men in the school program. 
Appoint members of your dealer group to 
explain to these people the services you 
can offer. Make yourself available to fur- 
nish information to key personnel in the 
school building program. Swing these peo- 
ple to building with wood and you auto- 
matically increase your market potential, 


7 USE PRINTED MATERIAL 
| AVAILABLE FROM THE 
=" WEST COAST LUMBER- 

~~ MEN'S ASSOCIATION 
Send for free booklets promoting wood 
schools for distribution to architects, build- 
ers and members of your school boards. 
The latest W.« \. school book, ““Today’s 
Better Schools Are Built of Wood’, shows 
how wood construction cuts building costs, 
maintenance costs and construction time. 
Other free booklets give construction and 
species data in easy to understand form, are 

of interest to anyone connected 

with a building program, 


2K WEST COAST LUMBERMEN’S ASSOCIATION 
1410 S. W. Morrison, Portland 5, Oregon 


Please send me the 
N n Schools of Wood” kit. Free. 


State 





The Rimco “CASEMENT” 


TEP UP YOUR SALES wt —Every Desirable Feature 


ariikee: 


WO) iil Width wns 


Rimco “Slide” 


Rimco ‘’Six-Ten” 


CONSUMER BENEFITS GALORE! 


Selected Western Ponderosa Pine, Treated. 

Regular Glazing with Insulating Panels, or 
Glazed with 4” Insulating Glass. 

Aluminum Framed Screen Panels. 

Precision Manufactured. 

Sturdy, Efficient Hardware. 

Anodized Aluminum Weatherstrip, Factory 
Applied. 


Rimeo “Basement” Wide Range of Sizes. 


Rimeco ‘Vent’ 
and Rimco ‘View’ 


ce eevee a tm YOUR GUIDE TO WINDOW QUALITY 


If RIMCO Wood Window Units 
are not available 
from your source of supply, = Papesty annsbuetes » Colony batenens 
Made trom caretully selected = + _Efficiantly weatherstripped 


write our FACTORY DIVISION * iuiedried lumber 
for name of your nearest distributor. 





Quality Products of 


SEE RIMCO WOOD WINDOW UNITS FACTORY DIVISION 
AT THE N.R.L.D.A. SHOW IN 


CHICAGO, NOVEMBER 22-25, 1958 Y Lye M ILL WORK C 0 MP ANY 


BOOTH NO. 507 
Pee Rock Island, Illinois 
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NOW IN BRIGHT, NEW 
LEAK-PROOF PACKAGES 


Your customers will welcome these new leak-proof packages, which 
end forever the pesky problem of nails or brads slipping through 
the bottom flap. And you'll find the bright, new two-tone blue color 
scheme a real eye-catcher—plus a quick way to distinguish brads 
from nails. 

Display a few colorful cartons of Dixistee. Wire Nails and 
Brads on your counter, where customers can see them, and watch 
how sales climb on these profitable products. 

Order DixisteeL Wire Nails and Brads from your wholesaler 
—in the bright, new leak-proof packages. 


LEAK-PROOF BOTTOM 
The bottom of this new style 
package is double-flapped to 
prevent leakage of nails or brads, 


Manufactured only by 


P. 0. Box 1714 « Atlanta 1, Georgia ¢ TRinity 5-3441 
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Test Center Formally 
Opened by Institute 


Highlighting the recent meeting 
in Santa Maria, Calif., of the Slid- 
ing Door and Window Institute 
was dedication of its new research 
and test center. 

Designed and engineered spe- 
cifically for complete door and 
window testing, the facility is ex- 
pected to play an important part 
in the formulation by the In- 
stitute’s technical committee of 
voluntary minimum standards for 
sliding glass doors. 

A resolution adopted at the 
meeting called for the minimum 
specifications to be ready for in- 
dustry and FHA approval by Jan- 
uary 1, 1959. 


Builders, Manufacturers 
Hold Marketing Conference 


The second annual National 
Executive Marketing Conference 
for leading builders and manufac- 
turers of building and equipment, 
was held in San Antonio, Texas, 
October 2-3. Theme of the con- 
ference was “New Home Owner- 
ship: How to Increase It, How to 
Improve It, How to Profit From 
It.” Basic industry problems of 
building material research, archi- 





tectural design, legislation and fi- 
nancing, marketing economics and 
statistics, and advertising and pub- 
lic relations were discussed at the 
conference. 


Dave Davis Joins 
Talbot Lumber Co. 


Dave Davis, former national 
sales manager of Simpson Red- 
wood Co., is now an associate in 
the Talbot Lumber Co. of San 
Rafael, Calif., wholesale distribu- 
tors of West Coast forest products. 


““Hle will specialize in national red- 


wood sales for the firm. 

Davis is a past Snark of the 
Universe, Rameses 48, Internation- 
al Concatenated Order of Hoo Hoo. 
This year marks his 35th year in 
the lumber business. 


Ceremony Signals Start 
Of Work on LAT Offices 


A ground-breaking ceremony 
for the new office headquarters of 
the Lumbermen’s Association of 
Texas was held recently in Austin. 
The ceremony was conducted by 
President Ralph Campbell, assist- 
ed by the building committee 
chairman, association officers, and 
the board of directors. 


NAFCO COMPLETES ALABAMA PLANT EXPANSION 


This is an artist’s conception of the new plant of National Floor Products, Inc., 
recently completed at Florence, Ala. Totalling 24,000 square feet of space, the 
plant is equipped with machinery of advanced design for the manufacture of 


homogeneous viny! floor tile. 


Operating on a round-the-clock schedule, a fleet of company-owned trucks 
is serving more than 30 wholesale distributors across the country. 
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CONVENTION 
CALENDAR 





OCTOBER 19-20: Oklahoma Lum- 
bermen’s Assn., Municipal Audi- 
torium, Oklahoma City. Exhibits. 


NOVEMBER 9-12: National Build- 
ing Material Distributors Assn., 
Sheraton Hotel, Chicago. Exhibits. 


NOVEMBER 12-13: Southern 
Woodwork Assn., Henry Grady Ho- 
tel, Atlanta. 


NOVEMBER 21-23: Southern Sash 
and Door Jobbers Assn., Americana 
Hotel, Bal Harbour, Fla. 


NOVEMBER 22 - 25: Building 
Products Exposition of the National 
Retail Lumber Dealers Assn., Inter- 
national Amphitheatre, Chicago. 


JANUARY 12-14: Kentucky Re- 
tail Lumber Dealers Assn., Kentucky 
Hotel, Louisville. Exhibits. 


JANUARY 18-22: National Asso- 
ciation of Home Builders, Coliseum, 
Chicago, Exhibits. 


JANUARY 25-28: Southwestern 
Lumbermen’s Assn., Municipal Au- 
ditorium, Kansas City, Mo. Exhibits. 


FEBRUARY 4-6: Middle Atlantic 
Lumbermen‘s Assn., Chalfonte-Had- 
don Hall, Atlantic City. Exhibits. 


FEBRUARY 15-17: Mid-South 
Convention and Building Material 
Show, Municipal Auditorium, Mem- 
phis, Tenn. Sponsored by Tennessee 
Building Materials Assn. 


FEBRUARY 24-26: Carolina Lum- 
ber and Building Supply Assn., 
Columbia Township Auditorium, Co- 
lumbia, S. C. Exhibits. 


FEBRUARY 18-20: Virginia Build- 
ing Material Assn., Hotel Roanoke, 
Roanoke. 


MARCH 5-7: West Virginia Lum- 
ber and Builders Supply Dealers 
Assn., Hotel Prichard, Huntington, 
W. Va. Exhibits. 

MARCH 17-19: Louisiana Build- 
ing Materia! Dealers Assn., Jung 
Hotel, New Orleans. Exhibits. 

APRIL 2-3: Kansas Lumbermen’s 
Assn., Lamer Hotel, Salina. 

APRIL 16-17: Mississippi Retail 
Lumber Dealers Assn., Buena Vista 
Hotel, Biloxi. Exhibits. 

APRIL 19-21: Lumbermen’s As- 
sociation of Texas, Will Rogers Coli- 
seum, Fort Worth. Exhibits. 

APRIL 20-22: Building Material 
Merchants of Georgia, General Ogle- 
thorpe Hotel, Savannah. 


SOUTHERN BUILDING SUPPLIES for OCTOBER, 1958 





TIRED OF TOTING THOSE LONG ROLLS? 


Many of our customers were. That’s why all of us listed here are so 
pleased to handle the Kordite line of polyethylene sheeting. 


16 '2-ft. wide Brand X packed in 
a long, hard-to-handle carton. 


16 “-ft, wide Kordite in a small, 
convenient package. 


SEE THE DIFFERENCE in these two rolls of 16'1/2-ft. wide film. 
It’s easy to see why Kordite’s exclusive MULTI-FOLD has made our 


handling and warehousing twice as easy and economical. A 16!.-ft. b: 


100-ft. roll, for example, comes in a carton just over 4-ft. long. We’ve als 
found that the Patented Dispensing Carton with cutting edge is a big he 


to convenience-minded customers. 


Our customers appreciate, and yours will, too, the Kordite edgeprintins 


which shows at a glance how much film you’ve unrolled, as well as it 
thickness and width. 


This exclusive self-service display rack takes the work out of sellin; 


polyethylene from the roll and just leaves you the profit. What’s more, y: 
pay nothing for the rack—just buy the rolls that go on it. 


ALABAMA: 
BIRMINGHAM SASH AND DOOR CO. 
901 N. 28th St., Birmingham 
McPHILLIPS MANUFACTURING CO. 
P. O. Box 169, Mobile 
ARKANSAS: 
FORT SMITH SASH AND DOOR CO. 
300 Rogers Ave., Fort Smith 
SCOTT SASH AND DOOR CO, 
P. O. Box 787, Little Rock 
FLORIDA: 
A. H, RAMSEY & SONS, INC. 
71 N. W. 11th Terr., Miami 
A. H. RAMSEY & SONS, INC, 
905 8th Ave., Palmetto 
GECRGIA: 
ADDISON-RUDESAL, INC. 
717 Ashby St. N. W., Atlanta 
MISSISSIPPI: 
JACKSON WHOLESALE SUPPLY CO. 
230 Thompson St., Jackson 
NORTH CAROLINA: 
MILLER MILLWORK CORP. 
300 Rampart St., Charlotte 


SOUTH CAROLINA: 
SOUTHERN SASH AND DOOR CO. 
Greenville 
TENNESSEE: 
CENTRAL WOODWORK, INC. 
P. O. Box 3807, Memphis 
VIRGINIA: 
DALTON-BUNDY CO. 
1324 Ballentine Bivd., Norfolk 
ROANOKE SASH AND DOOR CO. 
1216 Third St. S. E., Roanoke 


Yes, I'd like more information on Kordite 


ASK ONE OF OUR MEN 


for more information on the Kordite 
line, or simply fill in this coupon and Name 
send to Kordite Corp., Macedon, 


N. Y. (Building Products Division). Street 


City and State 


polyethylene sheeting 


KORDITE CORPORATION, MACEDON, NEW YORK 


For more details on above items, use Coupon on Page 73 
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RACOCVING UP 
im the industry 





Nagle 


The Yale and Towne Manufactur- 
ing Co. . . . TALMADGE C. JONES of 
Salem, Va. has been appointed 
general superintendent of the 
Salem plant of this lock and hard- 
ware producer. He has served as 
superintendent of manufacturing 
planning since 1953. HAROLD E. 
NAGLE has been appointed to suc- 
ceed the retiring HUGH J. MATHEWS 
as manager of the Stamford plant. 


Southern Metal Products Corp.... 
Newly-promoted assistant sales 
manager for this Memphis, Tenn., 
manufacturer of one-piece sash 
balance and weatherstrip, is JOHN 
0. CLAY JR. Promoted to general 
plant superintendent is LYMAN C. 
HOWELL JR. 


Filon Plastics Corp. ... Newly 
appointed regional sales manager 
for this El Segundo, Calif., manu- 
facturer of fiberglass reinforced 
plastic panels is HEW D. KENDALL. 
He will head Filon’s sales office 
in Dallas, Texas, serving all of 
Texas, Oklahoma, Arkansas, and 
the western half of Louisiana. 
Kendall was formerly a_ senior 
salesman for the Owens-Corning 
Fiberglas Corp. 


Unistrut Products Co... . Newly 
appointed sales manager for this 
Chicago metal framing manufac- 
turer is F. W. INGRAHAM. A native 
New Yorker, Ingraham joined 
Unistrut in 1953. He will be re- 


sponsible for all sales, advertis- 
ing, and promotional activities, 


Minnesota and Ontario Paper Co. 
. .. EDGAR A, LAURING has been pro- 
moted to assistant research labora- 
tory manager of this building ma- 
terial company. He will continue 
to direct the program of the In- 
sulite converted products section. 
A graduate of the University of 
Minnesota, Lauring has had broad 
experience in various phases of 
research in his past 25 years with 
the company. 


Curtis Companies Inc... . A. W. 
HOLK has been appointed to the 
newly-created position of field 
sales manager for this firm. He 
joined Curtis in 1916. Since 1955, 
Holk has served as general man- 
ager of the Minneapolis division 
and has been responsible for sales 
at the Wausau division. 


The Ruberoid Co... . E. J. O'LEARY, 
executive vice-president, has been 
elected president and chief execu- 
tive officer of this leading pro- 
ducer of asphalt and asbestos 
building materials. He came to the 
company’s executive offices in New 


O'Leary 
York City as general sales man- 
ager in 1950. He has served as 


executive vice-president since 
1955. STANLEY WOODWARD, presi- 
dent, has been named board vice- 
chairman. President since 1954, 
Woodward was made a vice-presi- 
dent in 1928, when Continental 
Roofing and Manufacturing Co., 
which he founded, was acquired 
by Ruberoid in that year. 


Weyerhaeuser Sales Co. ... In 
expanding its recently-created 
sales promotion department, the 
company has advanced three of its 
district representatives to new 
positions as assistant managers of 
sales promotion. The men, who 
will maintain headquarters at the 
firm’s general offices in St. Paul, 
Minn., are R. J. LEVIN, D. S. GOLD- 
MAN, and R. F. BROWN. They will 
work with sales promotion de- 
partment manager Theodore Sme- 
tana and district representatives 
throughout the nation in strength- 
ening the selling and servicing of 
the company’s 4-Square lumber. 


Callihan Baumhauer 


Carey Manufacturing Co... . Re- 
tiring after 26 years of service 
with the company is L. G. BAUM- 
HAUER, sales manager of Carey’s 
Atlanta district for the past 13 
years. He started with Carey as 
a salesman in Mobile, Ala., and 
in 1940 became assistant manager 
of the Atlanta district. Succeeding 
Baumhauer as Atlanta district 
manager is C. M. CALLIHNAN, who 
has been manager of the com- 
pany’s Charlotte district since 
1955. He started with the company 
in 1938 as a salesman in the Pitts- 
burgh district, becoming assistant 
district manager in 1952. He has 
also served as assistant manager 
of the Atlanta district. 


Auer Register Co... . In a recent 
election, CHARLES C. SMITH was 
named president of this Cleveland, 
Ohio, manufacturer of registers 
and grilles for heating and heat- 
ing-cooling systems. A 1927 grad- 
uate of Massachusetts Institute of 
Technology, Smith previously was 
associated with Lord Manufactur- 
ing Co. of Erie, Pa., Ebasco Serv- 
ices, Inc. of New York, and the 
Range and Water Heater Division 
of General Electric at Louisville, 
Ky. 


Smith 


Alpha Portland Cement Co... . 
GEORGE V. COSGROVE has been nam- 
ed superintendent of this com- 
pany’s nearly-completed plant at 
Lime Kiln, Md. Cosgrove started 
with Alpha in 1951 as plant engi- 
neer at Manheim, W. Va. He was 
combustion engineer for all Alpha 
plants before moving to his pres- 
ent position. 
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Dun -')-wal. 


Is Your Most 
Economica! and Effective 
Steel Masonry — 
Reinforcing 


Dur-O-wal is custom-fabricated to lay flat and tight 
in the mortar bed. It is the recognized standard of 
quality, prefer for its unexcelled performance. 
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Standard Dur-O-wal every 2nd 
Rolled netting every course (8” 


Extra Heavy Dur-O-wal ever 








Standard Dur 


course 
cc 


rs 
———— rrr 
DUR-O-WAL Orwer TYPES 


Weights per thousand feet — Extra Heavy Dur-O-wal 257 pounds; Standard Dur-O-wal 187 pounds; 
Rolled Netting Type 113 pounds; Deep We'd Lodder Type 139 pounds, 


Dunm-O-wal. 
Rigid Backbone of Ste: 


Dur-O-wal Div., Cedar F is Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Du: L Prod., Ine., 4500 E. Lombeord St., BALTIMORE, MD. 
Dur-O-wol of IIl., 119 N. River St., AURORA, HL. Dur-O-wal Prod. of Ala., Inc., 
Box 5446, BIRMINGHAM, ALA. Dur-O-wal of Colorado, 29th and Court St., 


Tests Conducted by Toledo University Research Foundation PUEBLO, COLORADO O-wal Inc., 165 Utoh Street, TOLEDO, OHIO 


SOUTHERN BUILDING SUPPLIES for OCTOBER, 1958 For more details on above items, use Coupon on Page 73 23 





Hoo-Hoos Designate Gallagher 
Universal Snark at Las Vegas 


Nearly 500 Cats and their wives 
invaded Las Vegas, Nev., Sept. 
14-17, cheerfully learning how to 
part with folding money and 
change at gaming tables and lush 
live-entertainment restaurants and 
lounges on the Strip. 

At this 67th annual convention 
of the International Concatenated 
Order of Hoo-Hoo, lumbermen 
probably saw less of each other 
than anticipated, but they relaxed 
more than ever before. 

Ernie L. Wales of Spokane, 
Wash., 45412, faithfully reported 
progress and trends in the lum- 
bermen’s fraternity, and then was 
impressively embalmed and _in- 
ducted into the House of Ancients 
by Seer C. D. LeMaster, 29727, and 
Executive Secretary B. F. Springer 
of Milwaukee, Wis., 34265 and 
Ramese 37. Wales was succeeded 
as Snark of the Universe by Bob 
Gallagher of Albuquerque, N. M., 
52499, who was unanimously elect- 
ed. 

Gallagher pledged untiring, all- 
out effort to expand the order and 
visit clubs throughout the United 
States and Canada within the 
traditions of Hoo-Hoo. He also 


By Donald L. Moore 


served as chairman of the second 
annual Hoo-Hoo panel session, at 
which about 100 Cats shared ex- 
periences and exchanged program, 
project, and membership ideas 
with each other and the board of 
moderators — recent past-Snarks. 

So helpful and popular was the 
workshop session that one of the 
recommendations of the Resolu- 
tions Committee called for con- 
tinuation and expansion of future 
convention workshop sessions. This 
resolution and another requesting 
continuation and expansion of Hoo- 
Hoo youth programs were adopted 
unanimously for due approval by 
the new Supreme Nine, to meet 
this month at Hoo-Hoo headquar- 
ters in Milwaukee. 

Only two members of the 1957- 
58 Supreme Nine were re-elected 
for the new Hoo-Hoo year. They 
were James G. Miller, 55685, 
Seattle, Wash., wholesaler, for 
Jurisdiction III; and Hubert Hey- 
ing, sales official of the wholesal- 
ing Timberline, Inc., of Kansas 
City, 46533, for Jur. VII. 


Flanked by two Supreme Nine members, Robert Gallagher, 50584, new snark 

of the International Concatenated Order of Hoo-Hoo, is seen below. Gallagher 

is an Albuquerque, N. M., wholesaler. At left is Hubert Heying, 46533, Kansas 

City wholesaler, elected to a second term for Jurisdiction VII. Oscar Franklin, 
54804, Jacksonville, Fla., retailer, now heads Jurisdiction IX. 


Retailers elected to the Supreme 
Nine included: Clyde Haas, Keno- 
sha, Wis., 47110, for Jur. Il; Glenn 
Ross, Minneapolis, Minn., for Jur. 
VIII; and Oscar Franklin, Jack- 
sonville, Fla., 54804, for Jur. IX. 
Franklin, who owns and manages 
the Franklin Molding and Trim Co. 
in Jacksonville, served as chair- 
man of the Administration Com- 
mittee. 

New wholesalers on the Supreme 
Nine are Leslie McKimmie, Toron- 
to, Canada, 60303, for Jur. VI, and 
Jack Berry, Sacramento, Calif., 
49431, for Jur. VI. Sole manufac- 
turer on the new governing body 
is Leo W. Speltz, 50906, for Jur. 
IV. He is past-president of Mem- 
phis, Tenn., Club No. 22, and an 
official of the Memphis Plywood 
Corp. 

Representing allied groups in 
the lumbermen’s fraternity was 
trade-magazine editor Tom Duggan 
of Maywood, N. J., 53491. Duggan 
edits the New York Lumber Trade 
Journal. 

Major recommendations of the 
Administration Committee, ap- 
proved for Supreme Nine consid- 
eration, included continued stress 
on Hoo-Hoo participation in state 
and regional association meetings 
via concatenations or fellowship 
sessions; emphasis on the fraternal 
order of lumbermen in all Hoo-Hoo 
publicity; publication of member- 
ship rosters by local clubs; a spe- 
cial study of Supreme Nine func- 
tions; and fund aid for Supreme 
Nine travel. 

Headed by Bob Gallagher, the 
Committee on Legislation and 
Good of the Order obtained con- 
vention approval of these recom- 
mendations for Supreme Nine ac- 
tion: 

1. A national Cat-per-member 
campaign, with special effort to 
sign up key executives of lumber 
firms and associations — even if 
it takes the short-form Concat to 
win them. 

(Continued on page 67) 
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Contact Your Nearest 
Dierks Representative: 


ARKANSAS 
L DORADO 
Billy Jack Smith 
721 Liberty 
FY. SMITH 
Bill Chisholm 
P.O. Box 744 


LITTLE ROCK 
Ly Cue 


Guy ta hem 
Box 2098 


ENSBORO 
Russell McAlister 
P.O. Box 391 


LOUISIANA 
ALEXANDRIA 
Lloyd Click 
#5 Caroline Drive 


NEW ORLEANS 

ry Smeiser 

242 Little Farms Avenue 
SHREVEPORT 

Buddy Neal 


P.O. Box 631 
413 Louisiana Bank Bidg. 


MISSISSIPPI 
CRYSTAL SPRINGS 
C. E. Kiumb Lumber Co. 
P.O. Box 391 
MISSOURI 
KANSAS CITY 
Luck L. Cox 
1006 Grand Ave. 
_ LIBERTY 
W. M. Hall 
isi E. Kansas St. 
SPRINGFIELD 
Jack C. Carter 
National Station 
P.O. Box 2047 
NORTH CAROLINA 
CHARLOTTE 
Fred Carder 
3139 Willow Ook Road 
OKLAHOMA 


ARDMORE 
F, W. Nims, Jr. 


P.O. Box 1911 
1702 Third - SW 
LAWTON 


John G. Burnett 
1622 No. 24th St. 


OKLAHOMA CITY 
F. K. Duncan 
P.O, Box 3672 
2201 Classen Bivd. 
w. B. Hi 
P.O. Box 2 
TENNESSEE 
MEMPHIS 
Duke Forest Products, Inc, 
P.O. Box 6251 


213 Plaza Building 
3387 Poplar 


TEXAS 
ABILENE 
J. Hunter Lamb 
Wooten Hotel 


AMARILLO 
R. H. Kelly 
P.O. Box 214 


.0. Box 1956 
101 W. W. Jones Bidg. 


Clay Burnett 


Burnett Forest Prod. Sales Co. 


924 ICT Building 


HOUSTON 
D. J. Saunders 
P.O. Box 1654 


SAN ANTONIO 
J. P. Hart 
P.O. Box 2165 
Gibbs Building 
TYLER 
Morris C. Wells 
P.O. Box 461 
105 E. Hilisboro 


WICHITA FALLS 
Clarence L. Moore 
P.O, Box 982 
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poninecs: Pint: Phinbing 


Walls paneled with Dierks Pine Paneling have a charm which cannot be equalled 
with any other type of wall treatment. Nature has endowed Dierks Pine with a figure 
pleasing to the eye, and with mellow amber tones which blend easily with the transparent 


finishes now so much in vogue. 
Dierks Paneling is not a veneer— it’s solid wood full three-quarters inch thick. Each 


piece is carefully selected for distinctive grain from steam kiln dried lumber, smoothly 
milled and worked to pattern. 

Your customers will appreciate the fact that the in-place cost of Dierks Paneling 
compares favorably with other types of wall treatment 

Dierks Paneling makes distinctive exteriors, also. Because it is made from full- 
width boards, treated with a water-repellent, toxic chemical, it is excellent for exterior 
use wherever quality is called for. 

When your customers want quality paneling—something above the ordinary—that 
means Dierks Pine Paneling. If you are not yet handling it, get in touch with your Dierks 
representative listed at left or write direct to Dierks at Hot Springs. 


Dierks Forests, Inc. 


$10 Whittington Ave. Phone NAtional 3-7766 


For more details on above items, use Coupon on Page 73 





Hot Springs, Arkansas 


AN OLD NAMES IN A NEW PLACE 
| ®% 


THIS END BRAND ASSURES YOU OF QUALITY SOUTHERN PINE 


Since 1899, Allison Lumber Company has produced highest quality 
Southern Pine Lumber — the world’s strongest structural wood. Now 
were putting the famous Allison name on the end of every piece of 
lumber that leaves our mill — for greater customer convenience, easy 
identification, and complete assurance of quality. From seedlings to 
finished lumber Allison leaves nothing undone in order to give you 
Southern Pine of superlative quality. It’s strong, it’s 100 per cent kiln- 
dried, it’s precision-made. Ends are trimmed smooth and square. 
There's no better lumber anywhere than Allison Southern Pine . . . 
now end-branded for your convenience and protection. 


"Mi bisora aa mse COMPANY, 
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The original weather-tight efficiency of MetaLane ® 7 
Weatherstrip lasts as long as the windows and doors | 


The aluminum alloys used to make 
MetaLane cost more because they 
must meet Monarch’s extremely 
critical specifications. For example, 
tensile strength must be 35,000 to 
39,000 p.s.i. —nearly twice the usual 
20,000 to 24,000 p.s.i. of other 
aluminum weatherstrip materials. 
In addition to this basic superior- 
ity, Monarch supplements the ano- 
dizing process with additional 
finishing operations which include 
sealing the surface with anti-fric- 
tion lubricant. 

Because of this costly production 


method, MetaLane® Weatherstrip 
has never been excelled for its re- 
sistance to corrosion, pitting, stain- 
ing, wear and friction. It will pro- 
vide, for the life of the doors and 
windows on which it is installed, 
the same efficient protection against 
cold, dirt and dampness as when 
originally installed. 

Monarch MetaLane Weatherstrip 
should be on all the window and 
door units you sell. It adds nothing 
to the cost but gives the home 
owner value far beyond any other 
weatherstrip available. 


Monarch is the Originator of anodized aluminum weatherstrip 


MONARCH METAL WEATHERSTRIP CORP. + 6343 ETZEL AVE. « ST. LOUIS 14, MO. @ 4 
ss ae % soe ‘ ; 
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Different-size openings casually scattered on the surface of new Classic Cushiontone create a striking ceiling effect. 


Announcing Classic Cushiontone 





Another profitable new Armstrong Ceiling 


LASSIC Cushiontone was created to won't crack or chip. It soaks up 75% of the 
meet the demand for smart new styling noise that strikes it. It is prefinished with 
in acoustical ceiling tile. It is available in two coats of washable white paint and can 
both 16” x 16” and 12” x 12” tiles. Using be repainted to suit decoratoring plans. 
16” x 16” Classic, your customers can save Your customers will be seeing Classic 
3¢ per square foot on installation costs. Cushiontone on the Armstrong Circle 
Based on Armstrong's suggested retail Theatre, alternate Wednesdays, CBS-TV. 
price of 21¢ per sq. ft., Classic Cushiontone Don’t miss this opportunity! Call your 
offers you margins of up to 73% on cost. Armstrong Wholesaler today or write Arm- 
Classic Cushiontone also gives your cus- strong Cork Company, 4210 Ramsey Ave., 
tomers all the other features they want. It Lancaster, Pennsylvania. 


(Aymstrong CEILINGS 


. . . @ profitable new business for you 


Cushiontone (Full Random, Textured, and Classic) * Decorator Temlok Tile (Tweed, Diamond, Starlite) * Plain Temlok Tile 
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of Knobs, Pulls and Decorative Trim 
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... three dimensional reproductions of fruits and 
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finishes. 
As Knobs and Pulls 


Mixed or Matched 
As Wall Plaques or Decorative Trim 
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Horn of Plenty is without question the most original 
line of decorator hardware ever to be put on the 
market. Wherever used, they'll add life and a touch 


of distinction 
TALL, 


MAROWARE OF PRES aE 


HARDWARE CORPORATION 
Dept. L 
4355 Valley Blvd. 
; Angeles 32, California 


¥ 1, 
cert 


par et eee 
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BARCLITE... 
GOING IN 
EVERYWHERE! 











BARCLITE is getting the big build-up inside the newest buildings . . . home, farm, industrial! Wonderful Barclite is the trans- 
lucent reinforced fiberglass panel that is recognized for quality . . . and profits! Nationally advertised to be used for parti- 
tions, room dividers, carports, patios, reception room fronts, skylights . . . and for roofing, siding, glazing. Shatterproof, 
lightweight, weather resistant. Power-packed merchandising and sales aids in full color! Write up your share of booming 
Barclite profits. Contact your distributor for details today! 


BARCLITE CORPORATION OF AMERICA coor. st10, Borcicy Building, N. Y. 51, N. Y. 
*an affiliate of Barclay Manufacturing Company, Inc. 


®|@ 


No other standard fiber glass panel has carned ail these seals! 
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October, 1958 





The important consideration for 
this, the winter merchandising 
issue of SOUTHERN BUILDING SUP- 
PLIES, is acceptance of the fact that 
Southern lumber and building sup- 
ply dealers face a slack season 
during colder winter months. 

True, most Dixie chambers of 
commerce can prove that the South 
offers a greater number of sunny 
days during winter months, as 
compared with other regions. Nev- 
ertheless, as was the case last year, 
exceptions are apt to occur when 
dealers face dwindling traffic, slug- 
gish inventory turnover, and em- 
ployees with time heavy on their 
hands. 

To overcome cold-weather busi- 
ness doldrums, Southern dealers 
are dependent on personal ingenu- 
ity on the one hand and common- 
sensible merchandising approaches 
on the other. 

The most recent Merriam-Web- 
ster definition of merchandising 
pinpoints the, activity as “. ‘ 
seeking to further sales or use (of 
merchandise or services) by attrac- 
tive presentation and publicity.” 

Sales problems of lumber and 
building supply dealers are, in es- 
sence, identical with those of their 
colleagues in supermarket selling, 
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THE CHALLENGE 


and what 





retail drugs, radio and television 
jewelry, and just about every othe: 
consumer line. 

All have, as a primary goal, sub- 
stantial sales volume of high- 
profit items. Fast turnover of low- 
profit staples in virtually all retail 
lines these days barely covers 
overhead and aggregate store ex- 
penses: rent, wages, insurance, ad- 
vertising, and the multiplicity of 
other costs and charges that must 
be met before profits shape up. 

Profit sales are developed in 
many varied ways: through im- 
pulse buying, through related item 
selling, through “hitch-hike” sell- 
ing, and through “trade up” among 
others. Personal “hard sell” by 
sales people helps. But in the 
building supply store, as in the 
drug or supermarket, there is not 
sufficient selling manpower to per- 
mit salesmen to hover over cus- 
tomers and pursue “hard sell’ 
technique. 

Not only are there not enough 
clerks, generally, but far from 


enough clerks who possess the gift 
of true salesmanship. Thus, thé 
urgent need for selling assistance 
from another direction: the liberal 
and proper use of point-of-sale 
display materials provided by the 








in 


WINTER MERCHANDISING 


it means to you, the dealer 











building material manufacturers. 

And to such point-of-sale dis- 
plays — the Silent Salesmen — 
S-B-S this month devotes more- 
than-usual amount of its space, 
beginning on page 48. 

Building supply dealers who do 
really good promotional jobs usu- 
ally realize the best of all possible 
results — expanding sales and 
profits. And in contrast, those who, 
for one reason or another, reduce 
advertising budgets and curtail 
promotional activities usually suf- 
fer in the face of competition. 

To help dealers compete more 
effectively, most wholesalers and 
manufacturers have devised for 
dealer use sales promotional pro- 
grams for the season when slack 
in sales occurs. They offer dealers 
printed circulars and store dec- 
orating kits. In addition, they 
furnish advertising mat service, 
specifically patterned to caich the 
potential customer’s eye, and ad- 
vertising copy which ordinarily 
has been tested for “pull-appeal.” 

Thus, manufacturers’ and dis- 
tributors’ sales - aids, combined 
with ingenuity and “horse-sense,” 
may well be defined as an unfail- 
ing dealer formula for eliminating 
business slump. — The Editors 
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“TL VOWEL TRAINS 


Jost tke real trains 











Rain and mud are just as formid- 
able winter enemies to lumber 
dealers on the Texas Gulf Coast 
as snow and zero temperatures are 
in other parts of the country. Busi- 
ness-wise, the lumber industry in 
all parts of the country also faces 
one common foe — the holiday 
slump. Come winter, some dealers 
fold their hands and wait for bet- 
ter times. Others enjoy a winter- 
time relaxation period. 

But like the ant of the fable, 
Houston’s Temple Lumber Co. be- 
lieves that the bad-weather season 
stimulates rather than tranquilizes. 
With an energy characteristic of 
its busy mills and 38-strong chain 
of building material yards across 
the state, the company finds many 
profitable answers to the challenge 
of winter weather. Building of all 
types, remodeling and exterior im- 
provements are pushed until the 
last minute before the rains begin. 
For the next month or so, interior 
work is emphasized with particular 
attention to kitchen moderniza- 
tion. This business continues well 
into December, ending when the 
housewife begins to object over 
being “torn up” for the holidays. 
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for model electric trains. 


At this point, when many busi- 
nesses are resigned to celebrating 
and making next year’s resolu- 
tions, Temple is busy promoting 
and selling Christmas gifts of lum- 
ber. 

Because Houstonians are greatly 
given to outdoor living, picnic 
tables of redwood and other woods 
are best-sellers as family gifts. 
Three methods of purchasing the 
tables and attached benches are 
offered: materials only, at prices 
ranging from $15 to $30, depend- 
ing on the choice of woods; cut 
to size from $19 to $35; and com- 
pletely assembled from $23 to $40. 
For customers who select either of 
the first two methods, mimeo- 
graphed plans are provided so the 
numbered pieces can be put to- 
gether easily. Sporting goods are 
also on the Temple Christmas 
shopping list along with basket- 
ball backboards, regulation ping- 
pong tables and bases for model 
trains. Because most of these items 





a 


Seasonal sale merchandise is featured on this eye-catching sign right in front 
of the store. The sign has changeable letters. 





The Temple Lumber Co. of Houston, 
Texas, believes that the bad weather 
season is a “shot-in-the-arm” season, 
rather than a slump. At left is a 
Christmas sale item often overlooked 
by lumber dealers — tables and bases 

































Basketball backboard is another low- 
priced holiday item at Temple’s. 


are low in price, they attract many 
new customers to the yard and 
store. Occasionally, a customer will 
want one of these gift items as- 
sembled and set up in his home. 

More Christmas merchandise — 
its sale began last year and is to 
be given more attention this sea- 
son — is holiday lawn figures and 
decorations of plywood. The com- 
pany intends to stock more of the 
cardboard patterns of Santas and 
religious characters, and to sell 
the plywood sheets to back them. 

Much of this holiday merchan- 
dise is cut, packaged or assembled 
during brief slack periods at the 
yard. Thousands of surveyor’s 
stakes are cut from shorts during 
this time. 

Another important item that is 
shaping up to sell in this so-called 
dead season is Temple’s log cabin. 

Used for summer homes and 
hunting lodges, the cabins contain 
two rooms and bath, plus a large 
screened porch. Kitchen and bath 
plumbing is complete but the re- 
mainder of the interior is unfin- 
ished. The firm sells the cabin 
for $2,990 with monthly install- 

(Continued on page 86) 


A customer looks over plans for a holiday gift — a picnic Many Houstonians buy log cabins during the cool months 
table and attached benches of redwood. and finish them for beach homes by summertime. 
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Slack Season Stimulant: 


POWER T 


A Power Tool Fair each November 
has proved an effective stimulant 
for slack season trade at Wood 
Lumber Co., a leading building 
supply dealer of Birmingham, Ala. 

An estimated 2,000 Do-It-Your- 
self hobbyists, contractors, profes- 
sional men and their families have 
attended each of Wood’s Power 
Tool Fairs for the last two years. 
The company is preparing to stage 
fair No. 3 in November. 

After the 1956 fair, Wood re- 
ported an immediate 25 per cent 
increase in power tool sales, and a 
definite increase again last year. 

Advertising Manager John Rich- 
ardson, who helped stage the 1957 
fair, commented: “We, of course, 
can’t figure in exact dollars and 
cents the results of such an event. 
But when we experience a definite 
pickup in sales, and when we add 
to our prospect files about 1,000 
names of Do-It-Yourself hobbyists, 
we figure it’s a definite success.” 

The Power Tool Fairs are staged 
in the service area of the main sales 
building at Wood, on Friday and 
Saturday. 

Factory representatives of tools 
handled by Wood are notified two 
or three months in advance of the 
fair. General Manager Bruce 
Campbell, Merchandising Manager 
Rodney Rector, and Advertising 
Manager Richardson coordinate 
planning, under approval of com- 
pany President Allen Wood. They 
assign booth space for eight or ten 
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This lovely young lady, above, is one 
of the chief attractions at Wood's 
Power Tool Fair. She is Miss Power 
Tool, chosen in advance of the fair. 
She and her maids-in-waiting serve as 
hostesses at the two-day event. 


demonstrators on request. 

The booths, 6’ x 8’, are set up on 
a raised platform, a foot off the 
floor to bring the tools to eye level. 
The booths are separated by tri- 
angular partitions that allow spec- 
tators to watch either of two dem- 
onstrations without moving from 


Wood Lumber Co. in Birmingham, 
Ala., steps up sales during the slack 
season with a Power Tool Fair every 
November, An estimated 2,000 Do-lIt- 
Yourselfers and professional men and 
women have attended each year for 
the past two years. Booths are set up 
for eight or ten demonstrators, per- 
mitting spectators to compare and op- 
erate the various power tools, 


OL FAIR 


one exhibit booth to the other. 

As many as six to eight demon- 
strations are going on at all times 
during the fair. Adult spectators 
are allowed to operate the power 
tools under the supervision of fac- 
tory representatives or Wood em- 
ployees. 

No special sales effort is pushed 
at the fair; the atmosphere is busi- 
ness-as-usual. 

Factory literature is available at 
the entrance and at the booths. 
Spectators are invited to mail post 

(Continued on page 85) 


Below, a power tool expert demon- 
strates his machine. These demonstra- 
tions are a year-round feature at the 


Birmingham firm. 
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Aware that other American industries 
are strong competition for the con- 
sumer’s dollar, Buettner Bros. Lumber 
Co. of Cullman, Ala., works hard at 
planning sound merchandising and 
promotion programs. 

The company, for example, plans 
winter work for shop employees, keep- 
ing summer and spring sales in mind. 
These picnic tables, at right, were 
tested two years ago and have been 
top sellers. They are made up in off- 
season, ready for spring and summer 
sales, Likewise for the beehives, which 
utilize lots of short length lumber. 
Other off-season shop work includes 
manufacture of moldings and trim, 
window and door assemblies. 


By W. M. Massey 


The one-time dip in winter sales 
at Buettner Bros. Lumber Com- 
pany, Cullman, Ala., is straighten- 
ing out and it is not by mere 
chance. The leveling off to a 
steady year-’round business is the 
direct result of a planned business 
strategy which set the stage for 
a well-organized program of pro- 
motion, merchandising and adver- 
tising. 

Realizing that the fight for ex- 
panded sales throughout the year 
involves more than _ ordinarily 
meets the eye of a lumber and 
building material firm, the owners 
of Buettner Bros. Lumber Co. set 
out to evolve a sort of master plan 
which would include the patterns 
for sales, customer relations, ad- 
vertising and promotion. Involved 
were a lifetime of experience in 
lumber and _ building material 
business, a look at changing buy- 
ing habits and economic factors of 
the area, along with just plain 
“horse sense,” as President H. M. 
Buettner puts it. As the company 
evolved its master plan it came 
up with the following points: 

1. The need for a supermarket 
type of retail sales building which 
would be comparable to, or better 
than any other type of business. 
This followed a conclusion that 
competition for lumber and build- 
ing materials is not merely with 
others in the same field. It is also 
with the 101 other American in- 
dustries that reach right into Cull- 
man county to compete for the 
spendable dollars of customers of 
the lumber and building supply 
dealer. High-powered competition 
comes from automobiles, television, 
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From Winter Dip 
To Speedy Sales Clip 


travel, clothing, sporting equip- 
ment and dozens of other things 
This influenced the decision to 
erect a sales building which end- 
ed up with 32,000 square feet of 
floor space on two floors. This is 
a sizeable building for a town of 
8,000 population, but it was built 
with planned growth in mind. 

2. The need for a building ma 
terials center for the area with 
the reputation for one-stop service 

3. Expansion of sales territory 
beyond old boundaries. New and 
better roads shorten distances and 
constantly expand trade potentials 

4. Need for a program of man- 
agement time devoted to more 
study of new materials, new mar 
kets and new profit opportunities 
in an ever expanding field of build- 
ing materials and ideas. 

5. Aggressive promotion and 
selling which would maintain and 
build customer confidence. The 
old-fashioned virtues of quality 
and service, fairness, courtesy and 
knowledge of merchandise were 
grasped anew and applied to per 
sonal selling and customer rela 
tions policies. 





With these points set out and 
agreed on, the owners were able 
to proceed with a more clear-cut 
policy on promotion, merchandis- 
ing and advertising. 

Since Hugo Buettner founded the 
business in 1892, personal selling 
and the policy of going all out to 
help people solve their problems 
had been major factors in the com- 
pany’s growth and expansion from 
a one-man operation to one em- 
ploying 50 people. 

Two sons of the founder, W. O. 
Bill) and H. M. Buettner bought 
the business in 1924 and operated 
it as a partnership until 1954, when 
it was incorporated. The incorpora- 
tion members of the third genera- 
tion who were brought into the 
business included three sons of 
Bill Buettner — Richard, Robert 
and Bill Jr., and two sons-in-law 
of H. M. Buettner — Dyson Ham- 
ner and Jim Barnes. Duties and 
responsibilities are divided, but all 
members of the family-held cor- 
poration are familiar with over-all 
yperation detail, and personal sell- 
ing and customer relations got a 
big boost. 
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Contacts were expanded with 
contractors of the area. This has 
been a factor in expanding sales 
territory, often beyond the county 
boundary. 

Two examples of a recent pro- 
motion illustrate what can be done 
by combining research for sales 
with winter work for shop em- 
ployees. Picnic tables, first tested 
two years ago, have been good 
sellers. They can be made up in 
off-season, ready for the spring 
and summer sales. The same thing 
applies to beehives, which utilize 
a lot of short length lumber. Other 
off-season shop work includes the 
manufacture of mouldings and 
trim, window and door assemblies. 

With the completion of the new 
building in September, 1957, new 
lines were added and old ones ex- 
panded to give a well-rounded 
service in building materials for 
home, farm and factory. The 
warehouse section of the new 
store adjoins’ the display  sec- 
tion at the front of the building, 
and it, too, is used for a sales 
display room. The ease with which 
a customer can be shown through 
a well-stocked and orderly ware- 
house is a big sales factor. It 
speeds sales, advertises what items 
are stocked, and creates more on- 
the-spot sales. 

One of the big fall and winter 
sales items is a combination storm 
window and screen. It has been 


This new building — housing showr 


, retail salesroom, warehouse storage 





and offices — is part of Buettner Bros.’ plan for better year-round sales. The 
building contains 32,000 square feet of floor space on two floors. 

A proof of public confidence is shown in the cover photo of this issue of 
S-B-S when the firm opened its store in 1957. Over 2,000 people turned out 
in response to radio and newspaper advertising. 


said that Cullman has more storm 
windows and doors installed than 
any town its size in north Ala- 
bama. Buettner Bros. has been a 
big factor in this. 

After natural gas became avail- 
able a few years back, residence 
owners began having trouble with 
sweating inside the home. Storm 
doors and windows proved the 
answer. The savings in heating 
and air conditioning costs made 
them pay for themselves over a 
period of years. Weatherstripping 
and roofing is pushed hard in the 
fall and winter season. “Nothing 


These folks may be watching swimmers, but whenever they sit, they become 
aware of Buettner Bros. Lumber Co. (See benches in background of photo on 
preceding page.) Bench back panels bear company name, address, and phone 
number. These benches are scattered in public places throughout Cullman 
county. Hundreds have been sold by the firm at a cost of $5 each, 
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softens a prospects like a leak,” 
says Dyson Hamner, secretary of 
the company, “and a roofing job or 
storm window job opens the way 
for other improvements and re- 
pairs that may be needed. All can 
be placed under one financing 
plan.” Fall and winter seasons are 
the time to pin-point sales on 
seasonable items, materials, new 
products, and new ideas that fill 
a timely need, Hamner points out. 

An example of how little de- 
tails can influence major sales is 
found in the company’s pplicy of 
handling house plan books. “They 
are priced marked,” says Hamner, 
“but instead of selling them we 
loan them. Many are not return- 
ed, but the psychological factor of 
not having to pay for the plan book 
gives us first shot at sale of ma- 
terial for a new home or major 
alteration job.” 

Rarely does any type of busi- 
ness have opportunity to sell its 
advertising medium and get ad- 
vertising placed where it is usu- 
ally barred. But this happens to 
Buettner Bros. Lumber Co. all the 
time. 

The advertising medium is a 
small bench seating two or three 
persons. Made with oak X-frames 
forming the legs, back, and seat 
frame, and one-inch pine boards 
for seat and back, it makes a light, 
strong, and comfortable bench. 
Hundreds of them (the exact count 
has been lost) all bearing the com- 
pany’s name, address and tele- 
phone number, are scattered to the 
far corners of Cullman county. 
They are in all places where peo- 
ple gather — country stores, school 
yards, parks and pools. Last year 
the demand for these benches be- 

(Continued on page 86) 
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Located near the center of historic Abingdon, Va., the 
store-office building of the Vance Supply Company com- 
mands maximum attention from motorists and pedestrians 
as the town’s largest store. Twin front entrances lead to 
the hardware and building supply departments. 


are paints and accessories. 


Here Mrs. Billie Summers, saleswoman who is a star player 
on the Vance sales team, demonstrates a small electric 
appliance for a customer. At right of gift aisles are the 
major appliance and building supply departments. At left 


(Photos by Donald L. Moore) 


Plucky Saleslady Proves 


A Profitable Investment 


In a county seat of less than 5,000 
population, Dealer Roy C. Brown 
has proved that the right kind 
of a saleswoman can profitably 
help complete a successful sales 
team. Particularly during the win- 
ter months when building slows 
down and other department sales 
slack, Mrs. Billie Summers has 
become a star player on the Vance 
Supply Co. team in historic Abing- 
don, Va., through her sales of 
paints and accessories, appliances, 
and giftwares. 

News of Vance’s productive 
saleslady caused Virginia dealers 
and Moderator Art Hood to get 
details from Manager Brown at 
the recent Top Management 
Workshop in Roanoke. The Vance 
Supply Co. in Abingdon, inciden- 
tally, is one of an affiliated chain 
of 11 similar retail sources of 
hardware, plumbing and heating, 
building supplies, feed and seed, 
and farm machinery that stretches 
from Roanoke to Bristol in south- 
western Virginia. During the 50 
years that Vance firms have served 


By Donald L. Moore 


Virginia farmers and town resi 
dents, their lines have changed 
and broadened from carloads of 
buggies, wagons, and horse-drawn 
plows to carloads of tractors, pow- 
er implements, appliances, and 
building materials. 

At the workshop, dealers asked 
Roy Brown where they could best 
find a likely candidate for thei 
firm’s saleswoman. Brown sur 
prisingly said: 

“Perhaps right in your own of- 
fice!” 

For that was where he obtained 
his plucky, profitable saleswoman 
A graduate of Roanoke Business 
College, Mrs. Billie Summers oper- 
ated the posting machine in the 
Vance office at Abingdon. Ther: 
she got acquainted with the wide 
variety and prices of merchandis« 
sold by the firm. After several 
years’ absence from the company 
she returned to the bookkeeping 
department, but Brown soon noted 
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that she was more interested in 
talking to customers about mate- 
rials and appliances than she was 
n machining invoices and state- 
ments. 

About the same time, Brown 
decided to add a line of giftwares 
n the Vance store. This called for 
another salesperson — and one 
with a flair for selling women 
such merchandise. The solution 
was to transfer Mrs. Summers to 
the sales floor from the office! 

For two years now, the sales 
by Mrs. Summers, now 29, have 
gone up, Up, UP. She has received 
special training in the store from 
factory and distributor represent- 
atives of the Sherwin-Williams 
paint, Westinghouse appliance, and 
Youngstown Kitchens manufactur- 
ers. Her sales volume has justified 
an annual salary increase, Brown 
said, and she is “tickled pink” 
over her somewhat unusual job 
in so small a city. 

Besides Mrs. Summers, the 
Vance sales team in Abingdon 
includes four hardware salesmen, 
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At left, Mrs. Summers patiently lets 
prospect select a pattern from the 
current wallpaper sample books. Her 
tasteful home-decoration ideas and 
training help to build related sales 
of paints, wallpaper and accessories. 

Below, Saleslady Summers points 
out operating instructions of automa- 
tie washer in the appliance department. 
Easy terms, seasonal specials, and 
guaranteed continuous service build 
appliance sales volume for Vance. 

At bottom, Store Manager Brown 
confers with Mrs. Summers on new 
products in the paint and accessory 
departments. 


one building material salesman in 
the store, two outside material 
salesmen, and one outside farm 
machinery salesman. 

All sales employees are strictly 
on salaries, but occasional sales 
drives bolster their efforts and in- 
comes from special bonuses. Dur- 
ing July and August, for example, 
they received a special two per 
cent bonus on their sales of electric 
ranges, refrigerators and freezers. 

Mrs. Summers’ sales tickets for 
the 12 months from August l, 
1957, to August 1, 1958, were ap- 
proximately 35% in paints and 
accessories; 60% in appliances; 
and 15% in giftwares. She helps 
Manager Brown in selecting and 
purchasing giftwares, paints, ac- 
cessories, and appliances. The lat- 
ter include ‘table, laundry, and 
kitchen types. 

To stimulate sales in these de- 
partments, Mrs. Summers watches 
the papers for local wedding an- 
nouncements. She calls the prin- 
cipals to congratulate them and to 
extend Vance services. Among 
these is the furnishing of wedding- 
gift tables, which are made by 
placing smooth planks on porta- 
ble sawhorses. 

Vance in Abingdon holds five 
“open houses” a year. At these, 
in an area temporarily cleared out 
at the front of the gift department, 
factory experts introduce and 
demonstrate kitchen appliances, 
kitchen cabinets and plans, laun- 
dry equipment, and paints. Fol- 
lowing the laundry “open house” 
last January, Mrs. Summers sold 
10 washers and 6 dryers in two 
months! 

(Continued on page 85) 
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: = It sure DaUS tTo\See... | 
In Clarksville, Tenn., om MERRITT 
when folks think about — oh AVE AND 
building supplies, they yy? ; LUMBER 
head for Merritt Stave ere ve : 
& Lumber Co., mainly 
poceae . oS. Sa 


They Recollect These Road Signs 


A “sure-fire” eye-catoher for mo- 
torists using any of four major 
approaches to Clarksville, Tenn., 
are these colorful billboards, her- 
alding the name of the Merritt 
Stave & Lumber Co. of Clarksville. 

The boards have a simple slogan 
letter on the sign at the top and # 
two cut-outs made from %” tem- , eo 
pered hardboard, which project or 
forward about 10”. Each sign has ‘ iif af f ERRI T T 
a different cut-out and slogan. SELLA . ieee 
Every six months the cut-outs are LUMBE R CO 
rotated from board to board, so . 3 — re Se 
as to gain benefits of a new sign 
on each entry to Clarksville, with- 
out expense of frequent re-paint- 
ting and re-cutting. The slogans 
are left the same. 

Charles V. Runyon Jr., co-own- 
er of Merritt Stave, reports that 
his firm leases four billboards 
frem the Columbia Neon Sign Co. 
of Clarksville, at a monthly rental 
of $100 for the four boards. Under 
the terms of the lease, the sign 
company designs the boards and 
maintains and illuminates them. 


Actual copy used on the boards . 
i ERRITT 





is submitted to the lessee for sug- 
gestions and approval. The sign <a STAVES — 
company agreed to design and hs { 1 JMBER(O 
paint the cut-outs and rotate them Compre poicbiNe COME SEE US.) 
every six months at no additional 
charge, if Merritt’s would furnish 
the material needed to construct 
these cut-outs, which are primed 
Masonite. The additional cost in 
material amounted to approxi- 
(Continued on page 85) 
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Lowe’s of North Wilkesboro, N, C., last December. 


HOLIDAY MERCHANDISING 


Most dealers in building supplies 
are content to coast during the 
Christmas season and often go into 
the red, profit-wise. But not the 
growing chain of Lowe’s stores 
in the Carolinas and adjoining 
states. Lowe’s stores aggressively 
put red ink to work in their sales 
rooms and advertisements by 
glorifying Santa Claus — and us- 
ing him to build their sales vol- 
ume profitably. 

Anybody who was in a Lowe’s 
trading area, or read Lowe’s news- 
paper ads and circulars last fall, 
could not miss the promise that 
“at Lowe’s, Santa comes half price 
this year!” For that was the theme 
of store signs, displays, flyers, and 
newspaper ads. And it was spelled 
out with each so-called “list price” 
struck through and “50-per-cent” 
less boldly printed in red. 

In such a flyer distributed by 
Lowe’s of North Wilkesboro, N. C., 
these products were offered: Sun- 
beam, Hotpoint, and Westinghouse 
home appliances, hi-fidelity phono- 
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graphs, clock-radios, radios, Max- 
aw portable saws, Schick electric 
shavers, electric trains and wheel 
toys, light fixtures, venetian blinds, 
and wheelbarrows. 

A coupon in this flyer invited 
“Mr. Builder or Contractor” to 
write to Lowe’s and be placed on 
the Lowe’s list for “periodic mail- 
ing of price lists for the building 
trade.” The flyer also stated: 

“Mail orders filled promptly. We 
ship anywhere (freight C.O.D.). 
Send check or money order... 
add sales tax where applicable.” 
All of Lowe’s ads and displays 
stress “Lowe’s low price.” 

Lowe’s managers have indicated 
that their mark-up keeps them at 
or below the market price at all 
times, and that their low cost of 
doing business allows this price 
flexibility. Lowe’s low prices stem 
from buying in carloads and turn- 
ing over large volumes frequently, 
whether it’s refrigerators, alumi- 
num awning windows, or common 
nails. Lowe’s have mastered the 


biggest bugaboo in material retail- 
ing — inventory control. 

They have minimized the costly 
imbalance between sales and stocks 
with IBM electronic accounting of 
sales, stocks, and purchases. This 
modern record system permits 
daily teamwork by Lowe’s control 
triumvirate: manager - merchan- 
dising, manager - purchasing, and 
comptroller. 

In addition to the daily inventory 
and sales reports, Lowe’s put out 
a weekly stock status report for 
the management team that shows 
inventories at each Lowe’s branch 
and the rate of turnover. 

Mailed out to customers through- 
out the three-state territory served 
by Lowe’s stores, a two-color tab- 
loid circular last November was 
headed “Get ready now! Winter 
will soon be here!” It offered at 
“Lowe’s low price,” horizontal oil- 
fired furnaces, fuel-oil tanks, rock- 
wool batts, Hotpoint television re- 
ceivers, food freezers, Allentown 

(Continued on page 85) 
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How to Handle Competition 


Keen competition can either stimulate or stop 


As competition for the customer’s 
dollar increases, the problem of 
handling competition takes on 
added emphasis. Hard sell is com- 
petitive selling and the harder the 
sell, the more competition there 
is in the lumber and building sup- 
ply business. 

Price is not the only element of 
competition. Your competition may 
be some special service or just 
plain better selling. Regardless of 
what your competition may be, 
you are bound to have it. So try 
handling competition to stimulate 
sales rather than to stop them. 


Know Your Competition 


Your competition may not be 
another building supply dealer. It 
may be a real estate salesman, 
an appliance dealer, or a jewelry 
store down the street. Not all peo- 
ple debate about spending their 
money for the merchandise you 
are showing. They know that if 
they buy new storm windows from 
you, they can’t buy a new watch, 
a new TV set, or a new suit. 

You will want to know two 
things about your competition: 

1. You want to know just who 
your competition is in the mind 
of your customer. When you have 
established this fact, you will be 


A sure-shot pre- or post-Christmas 
sale for building supply dealers is 
this material for a mobile electric 
train table that can be shoved un- 
der the bed when not in use. To a 
6’ long, 3'11” wide panel of Mason- 
ite Peg-Board, attach a 1” x 4” 
lumber framework, held together 
near corners with corrugated fas- 
teners, With center brace for added 
strength, attach casters to frame- 
work bottom, All wiring can be hid- 
den, with lead wires to transformer 
coming up through perforations. 


——Dealer Merchandising Tip 


those slow-season sales... 


it all depends on how 


you handle it in your building supply business 


By H. E. Carroll 


better able to handle it and to 
point out how your storm win- 
dows, for instance, will be a bet- 
ter buy than a new set of golf 
clubs. 

2. You will need to know your 
specific competition — other lum- 
ber and building supply dealers 
This will include the discount 
houses, mail order firms, used 
lumber outlets, etc. You will want 
to know as much as you can about 
these firms. Thus, you will be able 
to tell whether your customer has 
been seriously considering buying 
from another dealer. Or, whether 
he is just using the competition 
as a lever to get a better price 
or more service from you. 

Rule No. 1 for handling com- 
petition: Know all you can about 
your competition. 


Don't Bring It Up 


Listen to some other salesman 


selling. You will discover that, in 
most cases, it is the salesman who 
brings up competition. For in- 
tance, a salesman might say: 
‘I’m sure you can’t beat this price 
in any other store in town.” Or, 
Our price is the best in town.” 

These remarks will raise a 
loubt in your customer’s mind. He 
vill think about competition. He 
may check competition. This is 
the danger of competition. 

When your customer checks 
your competition, he may discover 
that you are both selling for the 
same price. But, he is in your 
competitor’s store .. . so he is apt 
to decide to buy there and save 
a trip back to your store. 

You may actually be beating 
your competitor in the price de- 
partment. Your competition, how- 
ever, talks to your customer about 
quality and sells the quality rather 
than the price the customer is 
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checking. Result: Another custom- 
er lost to competition. 

Rule No. 2 for handling com- 
petition: Don’t bring up your com- 
petition when selling. 


Stress Your Exclusive Benefits 


You will discover that you can 
accomplish far more in handling 
competition if you stress your own 
strong points — service, guarantee, 
quality, convenience, etc. 

Naturally, there are many 
points, superior to your competi- 
tion, that you can bring up about 
what you are selling. But, you will 
find it most helpful if the selling 
point you stress is something that 
is distinctive with your store — 
something which your competi- 
tion does not feature. 

When mentioning some special 
feature of your business, be sure 
you do not violate the second rule 
— Don’t bring it up. For instance, 
saying “Our service is better than 
any of our competitors,” encour- 
ages the customer to check to be 





—— Dealer Merchandising Tips 


These Christmas motion displays for dealers have been 
introduced by Homasote Co. Santa Claus, at left, waves 
his arm, while a reindeer bounds up and down over 
snow-covered fields. Motion is activated by a specially- 


sure your service is best. 

Rule No. 3 for handling com- 
petition: Stress your exclusive 
benefits to your customers. 


Make Checking Easy and Safe 


Regardless of how hard you try 
to follow the first three rules, you 
will find that some customers will 
bring up your competition. Stress- 
ing your exclusive benefits will 
not entice these people to buy 
without checking. 

These customers need reassur- 
ance before they part with their 
hard-earned dollars. They want 
to be sure. Even though they be- 
lieve you, they want to check for 
themselves . . . to answer their 
personal doubts without any in- 
fluence. 

When this happens, you will find 
that you will get more of these 
customers to return if you give 
them something simple to check. 
The test should be easy for them 
to remember and one that will be 
safe for you — something that 


will let them prove to themselves 
that you are better than your com- 
petition. 

As a case in point, you might 
say: “In checking, be sure that 
you compare prices on this qual- 
ity ... as you know, there is a 
great deal of difference in quality.” 
This type of suggestion given to 
a customer who is bound and de- 
termined to check competition will 
be easy and safe. 

You make a positive statement 
about your quality. And, you pref- 
ace it with “as you know,” which 
lets the customer feel that you 
trust his judgment in knowing 
that the quality he checks will 
be the same as yours. 

The safety factor in this system 
is that the customer will be check- 
ing alone. Your competition will 
not know exactly what it is he is 
checking on (what quality fea- 
ture), and will not make a posi- 
tive statement at the time. Thus, 
the former positive suggestion, 

(Continued on page 84) 
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designed electric motor, connected to easily-installed 
linkage. Full-size patterns and other display data are 
available from Easi-Bild Pattern Co., Dept. SBS, Pleas- 


Every winter, Silver Spring Build- 
ing Supply Co., Silver Spring, Md., 
displays this 5’ x 9 ping-pong table 
and advertises it in the local news- 
paper, five weeks before Christmas. 
An exterior plywood top of one 
piece, the table has a_ nine-piece 
interlocking base and sells at a good 
competitive price. Total ping-pong 
table sales last Christmas hit the 
15-mark! 


a 
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Here's how it works: 


Promotion is Kicked-Off in October 

Good Housekeeping Magazine! Large space ad features 
thermometer .. . tells over 12,000,000 readers it is theirs 
free with no purchase necessary, merely by asking to see 
Wepco windows or doors. 


The Thermometers are made Available to you at 
a Special Low Price. For just a few cents per prospect, 
you get interested customers into your store, watching a 
Wepco window or door demonstration. Also, Wepco’s trained 
representatives are available to help you stage demonstrations. 


Special Tie-In Newspaper Mats are Available. 
Hard-hitting ads, geared to produce traffic. And when you 
use them, Wepco’s liberal co-op ad plan helps pay the cost. 


GENUINE CHANEY 
GuTpOOR 
THERMOMETER 
S8e RETAIL 


N THIS SURE-FIRE TRAFFIC BUILDER. CONTACT EITHER 
WEPCO DISTRIBUTOR OR WEPCO SALES REPRESENTATIVE TODAY 


f Co., Litchfield 


WEPCO, f nk f win vs and do 


" y itis 
Duo-Mat 


Window 





Floridian 


Distributed In This Area By: 


Central Warehouse Corporation Sash Door & Glass Corporation 


Bristol, Virginia Richmond, Virginia 
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SBS report on what's new in 


MECHANICAL HANDLING 








Fork Lift Is Money-Saving ‘Pal’ to Delivery Truck 


A cement block delivery truck, 
closely followed by a fork lift, has 
simplified deliveries for United 
Cement Products Co. of Wichita, 
Kan. 

Partner John Miller said the 
company originally purchased a 
Sherman fork lift for handling 
material in the yard, but now it 
goes along on deliveries to pro- 
vide fast and efficient service. 

Commented Operator Darrell 
Mason: “This is the most simple 
way to handle blocks. Everyone 
we haul to likes it. This rig comes 
along fine behind the truck and is 
a great time saver.” 

Mason stated that the addition 
of the fork lift to the delivery rig 


(1) Sherman fork lift is taken along on deliveries of ce- 
ment blocks by United Cement Products Co. of Wichita, 
Kan. (2) Unloading tractor-mounted fork lift is easy 
operation. (3) Cement block unloading from street and 


speeds up the loading and unload- 
ing operation. But even more im- 
portant, it permits spotting of the 
blocks around the building site 
where they will be used. This in- 
variably makes a hit with the con- 
tractor, since it saves him the cost 
of an extra handling of the ma- 
terial on the job. 

This equipment makes possible 
a saving to the contractor and at 
the same time saves money for 
the supplier by speeding the total 
delivery operation. 

After returning from a 60-mile 
round trip to El Dorado, Kan., 
Mason said: “The truck was un- 
loaded in 10 minutes, including 
the time for unloading and load- 


SOUTHERN 


ing the Sherman. And we had 
some rough places to go over, too. 
We hopped the curbs with the 
Sherman while carrying full loads 
without any difficulty.” 

The fork lift is mounted at the 
rear of the tractor, placing the 
big power wheels almost directly 
under the load. For the operator, 
this simplifies the problem of han- 
dling fragile loads over rough 
spots and minimizes sinkage in 
soft ground. 

The fork lift is a product of 
Sherman Products, Inc., Royal 
Oak, Mich., leading manufacturer 
and distributor of tractor-mounted 
earth moving, soil preparing, and 
materials handling equipment, 


curb side alternately keeps truck bed level and remaining 
load balanced. (4) Besides quick unloading, fork lift spots 
blocks around building site where they will be used, elimi- 
nating additional handling cost for the builder. 
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KEASBEY & MATTISON’S EXCITING NEW ASBESTOS-CEMENT SIDING 
LOOKS LIKE WOOD... LASTS LIKE STONE! 


SHAKE SHINGLE 
D ecrnko’i Colors 


| | ia | 
2) a 


Decorator colors! Styled by an expert to give 
“K&M" SHAKE SHINGLE sure-fire eye-appeal 
and spur buyer enthusiasm! 


Fold over sample case—gives you a better 
looking stage for your SHAKE SHINGLE samples. 


Backed by Good Housekeeping Seal of Approval; 
“K&M" SHAKE SHINGLE meets both Federal and 
FHA specifications. 


sells prospects through magazines such as Good 
Housekeeping, direct mail, and other sales helps. 
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Put a new spurt in your siding sales with 
“K&M's” newest, most striking development 
—SHAKE SHINGLE. And here’s why your 
customers will find ‘‘K&M’’ SHAKE 
SHINGLE irresistible. It’s got the attrac- 
tiveness and warm texture of a wood shake. 
It’s got the durability and freedom from 
maintenance of asbestos-cement. Yet it costs 
no more than ordinary asbestos-cement sid- 


ing shingles! 


High-impact “K&M” merchandising and 
promotion gives you everything you need to 
arouse buyer interest . . . create buyer enthu- 
siasm. Color, eye-appeal, showmanship, and 
down-to-earth hard-selling facts, you’ll find 
them all in your new “K&M” merchandising 
aids and displays. 


Get the edge on your competitors now. Be 
the first to show off the new “K&M” SHAKE 
SHINGLE in your area. Write to us today 
for more information. 


KEASBEY & MATTISON 
COMPANY e AMBLER e PENNSYLVANIA 
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How to open a lady’s eyes 
about ceiling tile 


w= to see a lady’s eyes light up, when she 
comes shopping for ceiling tile? This aston- 
ishing soap-and-water scrub test proves that Insulite 
DUROLITE Ceiling Tile has something no other tile 
can match .. . the toughest paint finish on the market! 

How do you make the test? Simple as pie. Just 
put a few pieces of DUROLITE on the counter; and 
alongside, a pie plate full of dusty sweepings from 
your floor. Drop several large pinches of this dirt on 
the tile, smear it across the surface and make con- 
spicuous finger marks. Then . . . use a scrubbing 


brush and soapy water, and scrub the smudges away. 
Finally, ask your customer if she knows of any other 
ceiling tile that could take this treatment, or clean 
up so beautifully! 

This demonstration beats all the talk in the world. 
And it dramatizes the fact that Insulite now has a 
complete, all-new line of ceiling tile, with the great 
sales leaders pictured here. Want full details . . . and 
suggestions for getting bigger ceiling tile volume on 
fewer inventory items? Write us, to get the facts— 
Insulite, Minneapolis 2, Minnesota. 


sells easy...sells fast...stays sold 


INSULITE 


Ceiling Tile 


insullte Division, Minnesota and Ontario Paper Company, Minneapol/s 2, Minnesota 


INSULITE AND OUROLITE ARE REG. T.M.'S U.S. PAT. OFF. FIBERLITE , TM 


Now you'll sell every prospect...with the all-new Insulite line 


These four ultra-modern Insulite tiles, plus DUROLITE, 
offer maximum volume and profit with minimum 
inventory investment. For the smartest note in mod- 
ern decorating, new Insulite “Pattern” designs, (A 
and B) printed in gold and beige. “Open” pattern 


(A) adds height to rooms; “closed” pattern (B) makes 
ceiling seem lower. For acoustical quieting, no other 
tile of any type at any price excels Insulite Fiberlite 
(C). One of the whitest, most cleanly drilled tiles in 
America today is Insulite Casual Random (D). 





SILENT SALESMEN 





BATH ACCESSORY CARTON 


This counter display carton is of in- 
terest to bathroom accessory deal- 
ers and jobbers. The two-color dis- 
play contains five of the most popu- 
lar surface mounted bathroom ac- 
cessories. 

The display is 13” x 28” x 2%”. 

Contact: Grote Manufacturing Co., 
Inc., Dept. SBS, Bellevue, Ky. 


BEVELED CEDAR SIDING 


Complete information on Western 
red cedar beveled siding and Tee- 
Gee paneling is covered in a four- 
page brochure by the Western Red 
Cedar Lumber Assn. It illustrates 
grades, use information, and conver- 
sion tables of such cedar siding and 
Tee-Gee paneling. Painting informa- 
tion is also included. 

Contact: Western Red Cedar Lum- 
ber Assn., Dept. SBS, 4403 White- 
Henry - Stuart Building, Seattle, 
Wash. 


TILE IN NOVEL SETTING 


This two-way floor display of Vina- 
Lux vinyl-asbestos tile has been 


qevem 


( Cina-Lux 


made available to Azrock dealers at 
no charge. The display, printed in 
monochromatic color harmonies on 
each side, and using attention-get- 
ting fluorescent ink, makes a novel 
and distinctive setting for ten 9”-x-9” 
tiles. It stands 36”-x-56”-x-6”", and 
may be set up in an open or in- 
verted “U” or zig-zag shape. 
Contact: Azrock Products Divi- 
sion, Dept. SBS, Uvalde Rock As- 
phalt Co., San Antonio, Texas. 


DECORATIVE MOLDINGS 


Ornamental moldings, cut to uni- 
form four-foot lengths, have been 
made available for the Do-It-Your- 
self enthusiast. To simplify selec- 
tion, a special molding bin displays 


all the available patterns at a glance. 
These moldings are for use on fire- 
place borders, room cornices, and 
window frames. 

Contact: Bendix Moldings, Inc., 
Dept. SBS, 192 Lexington Ave., New 
York, N. Y. 


MOTION-PICTURE INDEX 


The Lumbermen’s Assn. of Texas 
offers Texas dealers an index of 
motion pictures and slide films for 
employee training, civic group pro- 
grams, home-owner clinics, sales- 
manship courses, and product educa- 
tion. 

The index lists the films alpha- 
betically by subject matter. It de- 
scribes each film and gives informa- 
tion as to its source, return, care, 
insurance, rental, and projection 
equipment required. 

Contact: Lumbermen’s Assn. of 
Texas, Dept. SBS, 304 First Federal 
Building, Austin 1, Tex. 


TILE MERCHANDISER 


A tile merchandiser, designed to step 
up dealer sales, serves as an in-stock 
dealer display and storage area for 
Robbins viny] tile. 

The colorful, canopied merchan- 
diser is of wrought iron. Each of 
twelve bins is designed to hold four 
cartons of .080” gauge tile. Addi- 
tional color styles are shown along 
the base. The luxury lines are fea- 
tured directly above the display 
racks, 

Contact: Robbins Floor Products, 
Inc., Dept. SBS, 535 Fifth Avenue, 
New York City, N. Y. 


CARDED CABINET HARDWARE 


A wire rack for its line of carded 
cabinet hardware is available to 
dealers without cost from the 
Prestige Hardware Corp. 

The item is approximately 18” 
wide and 24” high, with an eye- 
catching, two-color sign. Each of 
the 16 hairpin type wire hooks holds 
six carded Prestige items. 


Contact: Prestige Hardware Corp., 
Dept. SBS, 4353 Valley Boulevard, 
Los Angeles 32, Calif. 
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CONVENIENTLY 
PACKAGED 


soordy “leer PS” IEALERS PRAISE IT AS AN 
serpent cst (OUTSTANDING SALES BUILDER 
peony a 

eee Extends an 


invitation to buy. 


Medalist . . . biggest news-maker in the hardware field. 


Select assortments of quality cabinet, builders 
and shelf hardware . . . 


unique, convenient pack.» "g 
... action-stimulating displays . . . all are included 


in the complete program. Put the Medalist program 
to work and watch your sales climb. Write for 


Brochures No. 2122 and No. 2126, with prices. 


S 

STIMULATE 

QUICK-SERVICE 
SELLING 


Encourages self service 
Designed to merchan- 
dise three Medalist 
Hardware — 
and hold display poar¢ 
and demonstrators: 
Eye-catching floor 

unit has heavy 

duty pegboard back 
and sturdy legs- 


a display board FREE. 
I ‘mounting, or cleats for 
ing 


loor or island merchandising units. 


2S 
Wiledalist HARDWARE DIVISION 








NATIONAL LOCK COMPANY ¢ ROCKFORD, ILLINOIS 
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He’s on his way to show you a variety of 
Mule-Hide shingle lines and colors. 


What’s so different about this? It’s just that this 
salesman is prepared to display Mule-Hide Shingle 
designs for every kind of sloped-roof building, and 


= all the colors, just as they appear on a roof. 
He won’t clutter up your office with 500 pounds of 
sample boards. He won’t take your precious time 


while he man-handles heavy samples. 


; tl a I) This man displays his Mule-Hides shingle 


lines the NEW Mule-Hide way... In 

® life-size, full-color, life-like reproductions. 
Each of the 21 Shingle Samples in this man’s port- 
folio is a 20” x 26” panel. 
Each panel is a life-like reproduction, in full scale 


and full color, of a section of roof laid up with 
Mule-Hide Shingles. The original 21 panels weighed 


* 
over 500 pounds yet the complete set of reproduc- 
tions in the kit weighs approximately 15 pounds. 
Now Mule-Hide Roofing Shingles can be shown in 


the new and modern way—The Mule-Hide way. 
Now you can see all the lines and all the colors, for 


21 better color oordination and mor 
shingle 
Samples... 























Plants at... 





I SMUET 

is recommending 
color coordination 
for 

exterior 
decoration . . . 


He’s using the new Mule-Hide COLORDINATOR 
and the Mule-Hide shingle sample portfolio. 


What’s so new about this? 

For the first time the building materials industry 
has a coordinated color system which cross- 
references roofing, siding, accent and trim colors for 
comprehensive exterior decorating plans. 

This new Mule-Hide System establishes the color 
compatibility of Mule-Hide Roofing Shingles with 
all other color influences in building exteriors. And 
the man who’s demonstrating how to select and 
coordinate these colors is Mr. Howard Ketcham, 
one of America’s leading color consultants, who 
designed the Mule-Hide Color Coordinated System. 
Mr. Ketcham is using the Mule-Hide Coélordinator 
to suggest body, accent and trim colors that har- 
monize with a Mule-Hide Roofing Shingle Sample 
in the salesman’s portfolio. 

The combination of the Mule-Hide Shingle Sample 
Portfolio and the Mule-Hide Color Coordinated 
System will aid architects, builders, lumber and 
building supply dealers, and home improvement 
contractors in the selection and recommendation of 
compatible colors and shingle designs for every 
building type. Your Mule-Hide representative is 
now showing the new Mule-Hide Shingle Samples 
and the Color Coordinated System. If he doesn’t 
get around fast enough for you, give him a call. Or, 
write the Advertising Department for a brochure. 


THE LEHON COMPANY, Bellwood, Illinois 


Z ; 


MULE-HIDE 


A Great Name for Over 50 Years PRODUCTS 





NEWSPAPER MATS 


Three new two-column newspaper 
mats with Home Improvement 
Council identification now are avail- 
able to Marlite dealers from Marsh 
Wall Products, Inc. The mats show 
a Marlite “compartmentized” bath- 
room, a combination kitchen-dining 
area and a recreation room. 

Five other newspaper mats with 
HIC seals also are available to deal- 
ers. They are two-column mats show- 
ing a breakfast nook, marble-pattern 


and plank bath, and one-column 
mats illustrating a combination 
laundry-play-kitchen area, living 
room and Marlite logotype. 

Contact: Marsh Wall Products, 
Inc., Dept. SBS, Dover, Ohio. 


SPRINGS ASSORTMENT 


In combination with a metal dis- 
play rack and a five-drawer metal 
cabinet with individually numbered 
drawer compartments, a 1,000-spring 
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5e’’ INSULATED GLAZING 


BRITT’S competitively priced sliding glass door alone has frame and 
vents that accommodate both types of glazing—a feature so important 
where winters are severe, or air conditioning used. 

Here is the glass door that is specified with the assurance of no 
complaints of water coming in around the door. The sill design has been 
proved in hundreds of installations in the Southwest where the rainfall 
was more than 20 inches during a 4-month test period. 

Here are other design features of the Britt Sliding Glass Door that 
will bring you increased sales, and complete customer satisfaction: 


@ Sliding vent to the outside; the fixed vent to the inside. 

@ Wool pile weather stripping is on interior side of sliding vent 
, so as wind blows harder, the weather stripping seals tighter. 
@ Glass is set in curtain wall tape; glazing bead is of extruded 


aluminum. 


@ Fixed vent is an integral part of the door frame. 


The BRITT Door is “face” mounted in rough opening using 
brick veneer or frame fins. 
@ We use our own trucks for fast, damage-free delivery. 


BRITE sume DOOR CORP. 


P. O. BOX 6735 ° 
2501 WROXTON RD. 


For more details on above items, use Coupon on Page 73 


TELEPHONE JAckson 9-2681 


° HOUSTON 5, TEXAS 





assortment is offered to interested 
dealers of Ajax wire specialty prod- 
ucts. 

Cost and suggested retail of each 
spring is listed on the back of the 
display. 

Contact: Ajax Wire Specialty Co., 
324 Canal St., Dept. SBS, New York 
13, N. Y. 


PLYWOOD MERCHANDISER 


A 17” x 20” wall display, featuring 
four actual samples of the latest 
budget-priced line of factory-finish- 
ed hardwood plywood by Georgia- 
Pacific Corp., is now available to 
dealers. The new line is Philippine 
mahogany. The display has eyelets 
for wall or ceiling suspension. 

Contact: Georgia-Pacific Corp., 
Dept. SBS, Equitable Building, Port- 
land 4, Ore. 


PACKAGED BITS, CHISELS 


Designed as a product sales feature, 
the Greenlee Perma-Pak, individ- 
ually packed bits and chisels, also 
serves as a_ self-service display 
package. 


The Perma-Pak has a boxboard 
holder which slides in and out of 
a heavy, transparent acetate sleeve. 
Cutting edges are protected, yet 
clearly displayed. It can be hung 
on the wall or stacked neatly for 
bin-type display. Perma-Pak is 
printed in green, yellow, and black. 

Contact: Greenlee Tool Co., Dept. 
SBS, Rockford, Il. 
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USA-MADE QUALITY WOOD SCREWS 
BY Southern. FOR EVERY JOB... 
in STEEL, BRASS, SILICON BRONZE, 
ALUMINUM, STAINLESS STEEL 

FLAT, ROUND or OVAL 


Stock the full line of Southern Screws and Bolts—famous 
for consistent quality and uniformity National adver- 
tising in the big and important home craftsmen monthlies 
and manuals year after year, makes Southern Screws and 
Bolts the No. | fastener your customers want when 

they come into your store. 


Southern’s EZ to C label system saves you time and 
trouble, is completely foolproof—and protects Southerns 
factory-fresh finish on every fastener! 


Stock Southern—for profit and for 
producing more store traffic that 
leads to related sales! 


) THROUGH LEADING 
iOLESALE DISTRIBUTORS 


WOOD SCREWS 
DOWEL SCREWS 
HANGER BOLTS 


DRIVE SCREWS 

SPEAKER SCREWS Ot 

WOOD KNOB SCREWS &: WAREHOUSES: 
pels pos SCREW COMPANY ere TORE: 

A. B. C & F TAPPING SCREWS STATESVILLE * NORTH CAROLINA CHICAGO 


MACHINE SCREWS & NUTS DALLAS 
CARRIAGE BOLTS LOS ANGELES 


SOUTHERN BUILDING SUPPLIES for OCTOBER, 1958 For more details on above items, use Coupon on Page 73 53 





KING ROYAL 
* PRESENTS 




















DOOR LITES 


Your installation will cost you less 
with the ROYAL LINE door lite. 
Consistent high quality and prompt 
shipments assured. 


Shipments of 100 Ibs. prepaid. 
Sold through jobbers only. 


x 


+ 


SOUTHERN 
DOOR LITE COMPANY 


46 WESTLAND BOULEVARD, SW 
ATLANTA 10, GA. 


For more details on above items, use Coupon on Page 73 





PEGBOARD DISPLAY 
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Sime 


The Masonite Corp. offers a free 
wall display-dispenser with the pur- 
chase of a set of carded Peg-Board 
%” fixtures. Also included are hooks 
for hanging display and 12 each of 
seven pre-packaged cards contain- 
ing %” fixtures for use with heavy- 
duty Peg-Board panels. 

Contact: The Masonite Corp., 
Dept. SBS-5, Box 777, Chicago 90, 
Il. 


ASBESTOS-PAPER MOVER 


A new counter merchandiser pro- 
motes the many uses for asbestos pa- 
per around the home. The two-color, 
fold-out display self-sells the fire- 
proof material for such uses as fur- 
nace-pipe covering, oven liners, hot 
pads, stove mats, table-pad linings, 
water-tank coverings, and ironing- 
board pads. 

The merchandiser holds 12 rolls 
of white asbestos paper, 18” wide, 
110” long. It occupies only 1%’ square 
of counter space. 

Contact: Grant Wilson, Inc., Dept. 
19-SBS, 141 W. Jackson Boulevard, 
Chicago 4, Il. 


FAUCET MERCHANDISER 


This Gyro self-merchandiser em- 
phasizes convenience for the mod- 
ern home with single-handle mixing 
faucets. The display points up the 
faucet features of one-handle control 
of water volume and temperature, 


guaranteed dripless, no washers to 
replace, and precision construction 
of brass, bronze and non-rusting 
stainless steel, plus triple chrome 
plate. 

The stand holds model No. 10 for 
kitchen, with Rinse-quik spray, No. 
8HA shower mixing valve and ad- 
justable shower head, and No. 56 
wall mount kitchen or pantry mix- 
ing faucet. 

Contact: Gyro Brass Manufactur- 
ing Co., Dept. SBS, 51 Urban Ave- 
nue, Westbury, L. I, N. Y. 


FASTENER DISPLAY 


The Bolt King self-service rack dis- 
plays 64 fastener items in transpar- 
ent bags. The zinc chromate rust- 
resistant items come in a choice of 
two assortments, plus 89 additional 
available items. 


The rack requires about 4’ square 
of floor space. Pre-assembled pegs 
hold five bags of each item. Load- 
ing chart and measuring gauge are 
supplied with each rack. 

Contact: The Buffalo Bolt Co., 
Division of Buffalo-Eclipse Corp., 
Dept. SBS, North Tonawanda, N. Y. 


ACOUSTICS MOVIE 


A movie on sound-conditioning is 
Armstrong Cork Company’s latest 
addition to its selection of 20 films 
available to building materials deal- 
ers and their regional organizations. 

The 20-minute film, “I’m From 
Missouri,” helps the dealer answer 
customers’ questions about acousti- 
cal materials and provides demon- 
strations which may be used to 
complement dealer displays. 

Other films in the series offer sales 
training material, product informa- 
tion, and suggestions for improving 
acoustical ceiling sales. A list of all 
films is available. 

Contact: The Armstrong Cork Co., 

Dept. SBS, Lancaster, Pa. 
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in Beautiful Wood Windows 


MW Distributors carries a full line of modernly designed wood 
windows units, plus a wide variety of building material and 
supplies. When you specify MW materials you may rest 
assured that you have chosen lasting livability as well as 
durability and style. 


Wi tj th t- 


Rocky Mount, Virginia 





MANUFACTURERS OF MILLWORK e@ DISTRIBUTORS OF BUILDERS SUPPLIES 
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You can get 


BIG VOLUME on SMALL STOCKS 


LION ROOFING ASPHALT 
For hot application. Most economical 
covering for roofs of large buildings. 


LION ASPHALT ROOF COATING 
Liquid, ready to use. For new roofs 
or to preserve old ones. 


LION ASPHALT PLASTIC CEMENT{ 
For repair of breaks, cracks and 
holes in all types of roofs. Also for 
sealing and waterproofing. 


LION ASBESTOS ASPHALT ROOF COATING 
Surface finish for new roofs. Also 
recommended for renewing old, dry 
roll roofing. 


LION ASPHALT R. D. PRIMER 
Serves as primer for hot asphalt ap- 
plication for dampproofing concrete 
or masonry. 


LION COLD PROCESS LAP CEMENT 
Quick-setting, liquid asphalt. Elimi- 
nates nails on lower edge of roofing. 


LION COATING NO. 3} 
Has a high filler content. Especially 
effective on metal surfaces where a 
tough and abrasion-resistant coating 
is desired. 


LION BLIND NAILING CEMENT 
A ready-to-use compound of asphalt 
and asbestos fibre which eliminates 
the need for nailing the lower edge 
of roll roofing, avoiding leak hazards; 
also for applying selvage-edge roll 

g and unsaturated felt. 

tMade under the Process of Patent No. 2393774 





LION OIL COMPANY 
EL DORADO, ARKANSAS 


Please send me complete information about your Asphalt 
Roofing Products and the name of your nearest whole- 


sale distributor. 


Name. 





ps EEE 
City- 








vin LION 


Asphalt 
Roofing 
Products 


Big profits on a small investment! That’s what 
you can expect when you handle Lion roofing and 
waterproofing asphalts. Here’s why: 


Wide consumer acceptance of the Lion line means 
fast turnover. And quick deliveries from your nearby 
Lion distributor enable you to do a large volume 

on small stocks ... which means a minimum 

of cash tied up in inventory. 

Lion asphalt roofing products are of the highest 


quality. Each meets or exceeds the most 
rigid U. S. Government specifications. 


Get complete information about Lion Asphalt Roofing 
Products... how the Lion line can make more money 
for you. Mail the coupon now. No obligation, of course. 


LION OIL COMPANY 


A Division of Monsanto EL DORADO, ARKANSAS 
Chemical Company * 


* TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 
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PLASTIC PANEL DISPLAY Contact: Youngstown Kitchens, 
Division of American-Standard 


Products, Dept. SBS, Warren, Ohio 


SELF-SELECTION DISPLAY 


A six-color dealer merchandiser 
combining product selection with 
home improvement suggestions, fea- 
tures Barclay and Barcewood prefin 
ished plasticoated panels. 
Measuring 18”-x-22”, the light- 
weight, three-dimensional unit 
suitable for either counter or hang 
ing display. It offers consumers a 
ready self-selection from _ actual 


A point-of-sale counter display for 
Filon fiberglass-reinforced plastic 
panels has a three-color backdrop 
of corrugated Filon. It also features 
a wire literature rack which accom- 
modates a complete set of color 
samples with light and heat trans- 
mission charts, and literature out- 
lining how to build with Filon. 

Contact: Filon Plastics Corp., 
Dept. SBS, 2051 E. Maple Avenue, 
El ‘Segundo, Calif. 


FOR This 
CHRISTMAS... 


SINK BASKET DISPLAY 


A display carton contains six RC- 
210 universal-type replacement bas- 
kets for kitchen sinks. The carton 
cover folds back to make a color- 
ful display for counter, shelf, or 
display island. The replacement bas- 
kets are also packaged in one-unit 
cartons and on single-unit rack dis- 
play cards. 

The Reed-Cromex replacement 
basket is constructed of triple- 
chrome plated brass. It has an im- 
proved-action center post with neo- 
prene seat. 

Contact: Reed - Cromex Corp., 
Dept. SBS, 492 S. Green Road, Cleve- 
land 21, Ohio. 


e For Homes and Stores 
e For Community Projects 


HELP FOR DEALERS 


For several years past, a great many Homas 
Dealers have made as much (or more) mone 
in the last quarter of the year as in any othe 
They have done this by pushing Homasote f 
trainboards and Christmas tree platforms — a 
Easi-Bild* Patterns for Christmas Displays 

many types. 

This year they will push, not only the « 
tested best sellers, but also sensational 7 
displays that move. Santa waves his greetir 
His reindeer gallop! (There are similar displa 
for other seasons of the year.) 

You sell these patterns—plus the full bil 
materials—to home owners, to advertisers 
retail stores, to the promoters of commu! 
Christmas projects. You make a 334% profit 


HOMASOTE 


COMPANY 


in U. S., kindly address 
Trenton 3, New Jersey. 
in Canada: Toronto, 
Ont.—P.0. Box 35, 
Station K 








Illustrating the full line of Youngs- 
town Kitchens, a colorful wall chart 
helps the dealer sell and helps the 
customer buy. This 48” x 36” chart 
attracts attention and supplements 
Youngstown’s consumer catalog and 
specifications book. 
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amples of Barclay panels. 
Contact: Barclay Manufacturing 

Co., Ine., Dept. SBS, 385 Gerard 
e., New York 51, N. Y. 


“GHRISTVAS Y 
GREETINGS’ 


e For Advertising 


1e patterns and your usual mark-up on all the 
materials required. Each pattern specifies every- 
ing needed. Our national advertising tells them 
hey can buy everything from the Lumber Dealer. 
We urge you to get the full facts on this 
»ved program for building your last quarter 
sles. Every home, church, club and business 
rganization in your community is a prospect. 
rhe fool-proof patterns include Santa, his sled 
and his reindeer, Nativity Scenes, 
itdoor Madonna, greeting cards, 
oir boys and many others. 
Write, wire or phone for the full 
tails — today. 
*T. M. Reg. Easi-Bild Pattern Company 


terature and/or specification data checked: 


Motion Displays (© Easi-Bild Patterns 

e Roofing 0 Grooved Vertical Siding 
rch C) Homasote (72-page) 
uses Handbook 


ZONE STATE 





LOCK MERCHANDISER 


The National Lockset Merchandis- 
ing Floor Unit No. 501 permits deal- 
er to display, demonstrate, and stock 
National Lockset in floor space of 
14x30”. The unit is 59” high. 

Open shelves facilitate loading and 
dispensing and provide simplified 
inventory. A stock of 160 locksets 
can be stacked according to func- 
tions and finishes. 

A colorful panel displays locksets 
and four decorative trim items. The 


Another good reason why it pays fo be a Deoler 


—_—— eae 
7 


knobs can easily be moved from one 
escutcheon to the other. Display 
board is detachable for on-the-job 
selling. 

As a companion to this display, 
the Medalist Floor Unit 500 dis- 
plays three assortments of cabinet 
hardware, forged iron hardware, 
Provincial trim, lock and sash hard- 
ware, brass shelf hardware or 
builders hardware. 

Contact: Medalist Hardware Divi- 
sion, National Lock Co., Dept. SBS, 
Rockford, Ill. 





Generations of satisfaction... 
when you sell Dickey Clay Pipe 


In New Orleans, La., an 8” diameter vitrified clay sewer 
line, installed prior to 1899, gave continuous trouble-free 
service for 60 years. This line was replaced with larger 
diameter clay pipe to handle an increased load. House 
connections carry the same wastes found in city sewers. 
And, selling Dickey Perma-Line* Clay Pipe for house 
connections means your customers get the same chem- 
ically inert, acid resistant pipe that served New Orleans 
for 60 years. Sell the pipe with the proven endurance 
record—Dickey Perma-Line Clay Pipe. 


*Registered trade mark 


Providing improved sanitation for better living 


sanitary 
ICKEY ::3:-- 
clay pipe 


Ww. S. DICKEY CLAY MFG. CoO. 


Birmingham, Ala. 
St. Louis, Mo, 


Chattanooga, Tenn. Kansas City, Mo. Meridian, Miss, 
San Antonio, Tex. Texarkana, Tex,-Ark, 


8119 If it's made of clay it's good...if it's made by Dickey it's better 
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CHIME DISPLAYS 


The colors of the rainbow become 
a background for NuTone chimes in 
the company’s newly-designed dis- 
plays. Following the trend to sepa- 
rate products into distinct units, the 
display frames each chime against 
color and wood grains to give the 
customer a better opportunity to 
picture it against the walls in a 
home. 

Each panel is two squares wide 
(30”) and four squares high (4’10”). 
The display is available in five sizes, 
ranging from 30” to 12’6” wide. It 
may also be ordered as a four-sided 
island display with legs. 

Contact: NuTone, Inc., Dept. SBS, 
Cincinnati 27, Ohio. 


CHISEL MERCHANDISER 


A chisel display merchandiser is 
available with each of two Stanley 
Tools chisel assortments. The black 
finished steel merchandisers have a 
slot for each chisel and a price strip. 


Number 60D unit has 12 heavy- 
duty chisels designed for profession- 
al work and long wear. Number H 
1252D unit has 18 Handyman chisels, 
tough and sharp with handy tang. 

Contact: The Stanley Works, Dept. 
SBS, 111 Elm Street, New Britain, 
Conn. 
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Corners stay tight 
Boards stay flat 
Nailing stays put 
Paint lasts longer 


Redwood exhibits these potential 
values only after skilled processing from 
forest to homesite. Through 90 years, The 
Pacific Lumber Company has emerged as 
the oldest major redwood producer because 
PALCO Siding has earned the reputation 
for delivering these values with unsurpassed 
uniformity — at no extra premium in cost. 
For PALCO has constantly pioneered effi- 
cient flow-line methods, scientific seasoning 
and kiln drying, improved equipment, and 
personnel policies which keep skilled and 
responsible experts on the job from appren- 
ticeship to retirement. These are the ingre- 
dients which make up the “hidden values” Recently resold, this 30-year-old Berkeley, California home demon- 

‘ ; strates the permanence of good design and the “hidden values’’ you 
you expect in redwood — and you get in can expect in Palco Redwood Siding. Note tight mitered corners, flat 
PALCO Redwood Siding. surfaces, and evidence of perfect paint retention. 


807 


Snafu the bub in Ruduwwed, OPA\ Us 2 OD. 


THE PACIFIC LUMBER COMPANY 


Since 1869 * Mills at Scotia, California 
100 BUSH ST., SAN FRANCISCO 4 * 35 E. WACKER DRIVE, CHICAGO 1 * 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF. 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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LOCK MERCHANDISER 


A compact lock merchandising dis- 
play that occupies less than two 
square feet of counter space is de- 
signed to spark impulse sales on 
regularly stocked, quick-turnover 
items. 

The merchandiser consists of a 
central blue panel flanked by wing- 
panels in red and framed in natural 
wood. Twenty-four items, including 
night latches, deadlocks, padlocks, 
cabinet locks, keyhole locks, cylin- 
drical locksets and door knobs are 
attractively mounted. 

Contact: The Independent Lock 
Co., Dept. SBS, Fitchburg, Mass. 





TW&J, the West's 
largest producers 
of White Fir lum- 
ber offer HIGH 
ALTITUDE, OLD 
GROWTH, TOP 
QUALITY stock 
suitable for fram- 
ing and sheathing 
in home and con- 
struction use. 


nor go 
oe 


Wa eae 
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P.O. BOX 3498 


Tels aalalat iad he ee lh 


PRospect 6-4200 


ORNAMENTAL IRON DISPLAY 


A novel and effective ornamental 
iron merchandiser has been intro- 
duced by the Adjust-A-Rail Co. to 
their dealers to augment sales of 
its new Easyfit line of columns, 


SF 211 @ 


Feletyie 


rails, and ornaments, Constructed of 
wood and Masonite, the merchan- 
diser is 4’ x 6 x 18”. It allows a 
dealer to keep and display his entire 
stock of Easyfit on the sales floor, 
creating sales by allowing custom- 
ers to see, feel, and choose the 
proper part for particular installa- 
tions. 

The back of the display has built- 
in bins to stock an ample supply of 
all the ornamental iron parts. 

Contact: LEasvfit, Adjust-A-Rail 
Co., Dept. SBS, Lodi, Ohio. 


FIBERGLASS SALES PLAN 


Structoglas Division, International 
Molded Plastics, Inc., has announced 
a new sales plan to aid building 
supply dealers sell its line of fiber- 
glass reinforced panels. 

The plan includes use of full- 
color counter display stands, sam- 
ples, a full-color consumer folder, 
helpful selling literature, promotion- 
al kit, and a special price arrange- 
ment to assure full profit margins 
for the dealer. 

Contact: Structoglas Division, In- 
ternational Molded Plastics, Inc., 
Dept. SBS, Cleveland, Ohio. 


REVOLVING DISPLAY 


Called the Carousel, this new dis- 
play turns on a pivoted base to 
show its three display panels. This 
counter-top display is for use in 
showing Leigh Aristocrat mail boxes 
and door knockers. 


Two of the panels have sample 
mail boxes and door. knockers 
mounted on them. The third panel 
holds a 17”-x-23” poster, showing 
each of the 13 mail boxes of the 
Aristocrat line in full color. 

Contact: Leigh Building Products 
Division, Air Control Products, Inc., 
Dept. SBS, Coopersville, Mich. 
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New FRY 3-D has natural slate dark 
colored top strip, with tabs in your 
choice of 13 gorgeous colors. When 
brightly colored tabs overlay dark 
state strip, the black showing through 
the tab cutouts makes the shingles 
look three times thicker. Roof has a 
wonderful, massive appearance! 


290 LB. ASPHALT SHINGLE ROOFING WITH 


O-YEAR BOND 


You’ve never seen anything like this distinctive Couple these big se//ing features with the 


new asphalt shingle roofing for sa/eabdility! Its powerhouse of advertising and promotional 
dramatic three-dimensional effect makes Fry material Fry gives you, and you'll see why Fry 
“Shado-Bilt” appear even thicker, more “3-D Shado-Bilt”’ will make more money for you! 
massive. And, the exclusive Fry 20-year Bond For complete money-making details, phone, 


is the strongest sales-clincher in the business! write, or wire TODAY! 





LLOYD A. FRY ROOFING COMPANY 


and allied products— 
19 roofing plants strategically located coast to coast 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 











World's largest manufacturer of asphalt roofing 
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DEALER NEWS 





ALABAMA 


HUNTSVILLE: The S & W Sup- 
ply Co., building materials, has been 
formed here by Homer Scott and 
J. W. Wash. The company will spe- 
cialize in grade-marked, red cedar 
lumber, and will stock paint, lum- 
ber, kitchen cabinets, and other ma- 
terials. 





MONTGOMERY: Formerly. with 
Thames Lumber and Manufacturing 
Co., Ben Slauson, Davis Stakely Jr., 
and Joe Thames have organized 
Thames Building Supply here. 


ARKANSAS 


FORDYCE: I. W. Roark of War- 





Quality Leaders in 
Gash Hardware for 


over 60 yeats ! 


ren has purchased the interest of 
Mr. and Mrs. W. A. Moore in the 
Fordyce Building Material Co. here. 
Associated with Roark in the pur- 
chase is O. J. Wagnon of Madison- 
ville, Ky. Other owners of the firm 
are Hugh Mann of El Dorado and 
C. E. Walters of Camden. 


LITTLE ROCK: Safecrackers re- 
portedly robbed the Rosedale Lum- 
ber and Paint Co. for the second 
time in less than three months. They 
broke open the same safe they got 
into the first time, escaping with the 
same amount of money — $202 — 
that they got before. 


FLORIDA 


JACKSONVILLE: A third yard of 
the Tucker Lumber Co. has opened 
here at 4740 Longwood Rd. The firm, 
owned by S. J. Tucker, offers a wide 
selection of building materials. 
Wallace Harper is manager. 


TALLAHASSEE: L. A. Yates & 
Sons, building specialties, has open- 
ed expanded facilities in a new loca- 
tion at Dale Mabry Industrial Park. 


For more than half a century the Grand 
Rapids Hardware Company has set the 
standards by which all quality sash hardware 
is judged. A continuous research and devel- 
opment program has resulted in many new 
and basic advancements in operative hard- 
ware and weatherstripping for all types of 
residential windows. In the future, as in the 
past, you can look to Grand Rapids Hard- 
ware Company, the pioneer, for sash hard- 
ware at its very best . . . plus service second 
to none. Write for fully illustrated catalog 
today. 


KENTUCKY 


WINCHESTER: Fire recently caus- 
ed damage estimated at between 
$40,000 and $50,000 at the Gibson 
Lumber Co. plant here. Leon Gib- 
son, partner in the firm, said the fire 
apparently started in an electric 
motor. The lumber company is own- 
ed by Gibson and Clem Hill. 


LOUISIANA 
CHARTERS OF INCORPORA- 


FOR DOUBLE HUNG SASH 


Removable window operative hard- 
ware, combination balance and 
weatherstrip, “Invizible” balances, 
clockspring balances, locks, pulls, 
weatherstrip, sash anchors. 


FOR CASEMENT SASH 
Hinges, gears and pushbor 
operators, locks, weather- 


FOR HORIZONTAL SLID- 
ING SASH: Sliders for re- 
movable sash, weather- 


America's oniy Complete Line of 
Residential Window Operative 
Hardware and Weatherstripping | 


FOR AWNING SASH 
Hinges, gear and pushbar 
operators and locks. 


strip. strip, locks and pulls, 


GRAND RAPIDS HARDWARE CO. 


560— 11th STREET 
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GRAND RAPIDS 2, MICH, 





TION: The Pearl River Lumber Co., 
Inc., Bogalusa, listing capital stock 
of $20,000; Porter-Brown Co., Inc., 
cement blocks, listing capital stock 
at $25,000, Associated Building Sup- 
ply, Ine., listing capital stock of 
$52,000, both of Shreveport; C. B. 
Deville Lumber Yard, Inc., Ope- 
lousas, listing eapital stock of $35,- 
000; Construction Sales Corp., build- 
ing materials, Lake Charles; Alan 
Wetzel Lumber Co., Inc., changing 
its domicile from Plaquemine to 
Baton Rouge; Industrial Aggregate 
Corp., changing its registered office 
to Hollywood Avenue, Shreveport; 
and Crown Lumber Co., Inc., Ober- 
lin. 


OKLAHOMA 


CHARTER OF INCORPORA- 
TION: The Roy T. Hoke Lumber 
Co., Inc., listing capital stock of 
$225,000, Stillwater. Incorporators 
are Roy T. Hoke Jr., Estelle Hoke, 
and Roy T. Hoke Sr., all of Still- 
water. 
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New Bifold closet doors, packed complete 
with a unique hardware system that allows 
them to be installed in 30 minutes total, are 
a natural for building faster sales and profits 
for you. They save your builder customers 
time and money, and they let you sell a 
clean, satisfaction-assured “package” at a 
good markup. 

Made of strong, stable Weldwood Novo- 
ply, the doors require no troublesome 2 x 4 
studding or framing in, so the builder saves 


For built-ins, furniture, folding or sliding 
doors, partitions, sink tops, core stock— 
wherever your customers ask for warp-proof 
stability, strength, and exceptional machin- 
ability, make Novoply your answer. 


© Smooth, flat panel without ripples, ridges, or 
hollows. Virtually warp-proof—there's no danger of 
costly waste in storage. 

e Exceptionally good machinability, works clean- 
ly with modern power tools, great nail- or screw- 
holding strength—even at its dan. Novoply has no 
grain, so there’s no face checking, grain raise, or 
waste pieces due to grain direction. 

@ Finishes beautifully painted, stained, or natural. 
Handsome wood mosaic faces make decorative 
closet doors and partitions. Also available: Novo- 
ply Premium Grade, phenolic resin-cellulose fiber 
overlaid Novoply for smooth 2-coat paint jobs. 


CEILING-HIGH Bifold doors of sturdy Novoply, unlike 


sliding doors, give complete closet access. 


New folding closet 
doors of warp-proof 
Novoply... 


Pre-packaged 
for faster 
installation 

and faster sales 


on materials and at the same time gives 
more usable room space without altering 
his floor plan. This is made possible by the 
Novoply stock. It’s strong enough to allow 
floor-to-ceiling closet faces that are only as 
thick (%4) as the doors themselves. 

Novoply owes its stability and strength 
to its unique 3-ply construction: face plies 
of wood flakes over a wood chip core, each 
h is resin-impregnated and bonded 
heat and pressure. 


of whi 


unde! 


Novoply has many uses—let them build profits for you 


Just check these features and you'll see 
why the market for Novoply is so big, why 
Novoply meets so many of your customers’ 
requirements, why its versatility makes it 
one of your most profitable sellers. 


e Wide range of sizes for large partitions or small 
cabinets. Thicknesses from %” to 2” in sheets up 
to 6’ x 12 


isk your Weldwood representative 
for complete information on 


WELDWOOD* NOVOPLY* 


Product of UNITED STATES PLYWOOD CORPORATION 


55 West 44th Street, New York 36, N. Y. 
114 branch showrooms in United States and Canada 
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CASH IN ON THE DEMAND FOR ap 


Cliding Doow 


IDEAL Sliding Doors have made a hit with 
thousands of homeowners throughout the 
South. Your customers, too, will appreciate 
these smooth-working, quiet-operating units. 
Show your customers and prospects the supe- 
rior features of IDEAL Sliding Doors and see 


how easy they are to sell. 


These precision-built units include door frame, 
stops, track, door guides, hanger hardware, and 
rollers. Aluminum-alloy track keeps doors au- 





tomatically lined up and rolling smoothly. 
Rollers have self-lubricating Oil-lite bronze 





bearings to assure silent, easy operation. 


DISTRIBUTED BY BUILDING MATERIAL JOBBERS 











mR OndUldirE, sPUN WOOL 


INSULAIRE more than meets the most rigid Federal specifications 
Standard sizes readily avatlable 


or cny other that calls for a FIRST quality permanent mineral wool. 
Each bag or tube is FULLY guaranteed. SATISFACTION is a must Odd atzes on request 
when you handle INSULAIRE. 

24 HOUR TRUCKING DELIVERY IN MOST CASES 





INDUSTRIAL PRODUCTS CO., INC. 


fa! ee, MT. PLEASANT, TENNESSEE 
Sagem parent ag PHONES — DR 9-3227 - $228 
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MISSISSIPPI 


CHARTER OF INCORPORA- 
TION: Fabricators Building Mate- 
rials, Inc., listing capital stock of 
$50,000, Jackson. 


MISSOURI 


LOUISIANA: James Page, for- 
mer manager here at the LaCrosse 
Lumber Co., has joined Sam Arnold 
of Kirksville and Roscoe Corum of 
Edina in buying the Cotton Lumber 
Co. from Phil Cotton of Columbia. 


CHARTER OF INCORPORA- 
TION: Bridgeton Lumber & Supply 
Co., Clayton. 


NORTH CAROLINA 


WADESBORO: Fire destroyed the 
planer mill, repair shop and a lum- 
ber shed at the Ansonville Lumber 
Co. Offices of the concern, operated 
by Lance Springer and Walter 
Edwards, were saved by the Anson- 
ville fire department. The loss was 
estimated at $50,000. 


TENNESSEE 


KNOXVILLE: H. C. Buchan Jr. 
has bought the Bild-Rite Lumber Co. 
here. Buchan, of North Wilkesboro, 
N. C., heads the North Wilkesboro 
Hardware Co., Inc., which has 18 
subsidiary plants. Included in the 
sale were about three acres of land, 
a building supply store, and a large 
quantity of lumber. Former owner is 
Lloyd N. Haun. . . . The Diamond 
Hill Plywood Co. will build a new 
and larger plant here on Middle- 
brook Pike, according to Fred W. 
Wilkerson, branch manager. The 
plant will contain 23,000 square feet 
of floor space. 


MEMPHIS: The name of Clark 
& Fay, Inc., has been changed to 
Fay Builders Supply, Inc., accord- 
ing to W. Fitzgerald Fay, president 
of the firm. Other officers of the 
corporation are J. B. Buchanan, vice- 
president, and Robert F. Griffin, 
secretary. Joseph C. Bradley will 
be credit manager and office man- 
ager. 


TEXAS 


DALLAS: Butler Building Mate- 
rials Co., a new firm operated by 
Horace Butler Jr. and John R. But- 
ler, has occupied headquarters here 
en Denton Street. The firm will han- 
dle general building materials and 
specialty contracting. Both men for- 
merly were with Macatee, Inc. 
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GET THE JUMP ON COMPETITION 
WITH THESE NEWLY ENGINEERED 


YppOO aru rinum 


SHAPES FOR STORM 
WINDOWS AND SASH 


Drop-in Glaze 
Glass Frame 
15/32" x ie 


Page 305 
Mullion 1/4" 


for 30! 


Drop-In Glaze 
Jalousie Glass Frame 
15/32" x 15/16" 


No; 30! — 
Glass Frame 
3/8" x 15/16" 


x 3/4" 
303 and 321 


Gx 
No. 303 <— 
Jalousie Glass Frame 
3/8" x 15/16" 


No. WE-7 
Mullion 3/8” x 1" 


—_ 
No. 321-323 Weather Stripped 
for WE-I and WE-2 


Glass Frame 
3/8" x 15/16" 





> 
ene 
(a- 


WE-8 

Glass Frame for 
Picture Window 
1/2" x 1-1/8" 


No. 321-322 
Weather Stripped 
Jalousie Glass Frame 
3/8" x 15/16" 


No. 





new Vulco storm 
PANEL VENTILATOR 


369 STORM PANEL VENTILATOR 
for use with WE-1 or WE-2 Ex- 
truded Glass Frames or 301, 302, 
321 or 324 Rolled-Formed Glass 
Frames in all fixed panel storm 
sash. 


A Leeder in the Industry since 
1945. Member: Screen Monvufac- 
turers Association, National Com- 
bination Storm Window and Door 
institute. 


QUALITY 
GUARANTEED 


METAL PRODUCTS, Inc. 


2801 6th Avenve Ala 
NEVER yout COMPETITOR 


South, Birmingham 


Birmingham, Ala.; Boston, Mass.; Chicago, Ill.; Liberty, Mo.; 
New Smyrna Beach, Fia.; New York City; Tyler, Tex. 


SALES OFFICES: ‘Atlanta, Ga.; 
Los Angeles, Calif.; 


HECK ITEMS OF PARTICULAR INTEREST TO You @ 
SCREENS | DOORS | wiNDOws | ENCLOSURES | ' 


To: Vulcan Metal Products, Inc. 
Dept. SBS 

2801 6th Avenue, South, 

Birmingham, Alabama 

Please send me complete information 
about VULCAN Quality Products and 
VULCAN Service. No obligation. 








NAME 





ADDRESS 





city sitsiiocenpiimaig 


MAIL COUPON TODAY 
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*"CECO switched to 
SPIREX balances 
for quieter, more 
efficient operation” 


“At Ceco we are always looking for 
ways to improve our windows, no 
matter how successful they may al- 
ready be. So, when we examined 
Caldwell’s new Spirex, we saw an 
opportunity to improve our aluminum 
double-hung residential units. After a 
thorough checking and testing, we 
switched to the Spirex for our new 60, 
70 and 80 series. As a result, the 
operation of these new units is notice- 


ably quieter and smoother.” 


J. H. Field, Manager, Commodily Sales 


Ceco Steel Products Corporation 


The new Spirex balance is even better than 
ever before. The graduated twist of the spiral 


VIRGINIA 


NEWLAND: Sawmill equipment 
valued at $12,000 was destroyed by 
fire at the Templeton Lumber Co. 
here recently. Origin of the blaze 
was undetermined. Owner R. D. 
Templeton said no lumber or build- 
ings were damaged. The loss was 
not covered by insurance. 





OBITUARIES 





JASPER OPHELL BLANTON, 49. 
Manager of the Martin Lumber Co., 
Commerce, Texas, for 17 years. 
WILLIAM TITUS EFIRD, 78. Co- 
owner of the Sibley Lumber Co. of 
Albemarle, N. C. 

JOHN WOOD, 72. Lumber company 
owner and vice-president of First 
National Bank of Meade, Okla. 
CECIL S. ARNOLD JR., 79. Retired 
lumberman of Darlington, S. C. 
JAMES W. CHAMBERS JR., 53. 
Part owner of the Chambers Lum- 
ber Co., Athens, Ala. 

J. H. WILSON, 72. Retired lumber 
dealer of West Liberty, Ky. 

E. P. McGAUGHRAN, 80. Secretary- 
treasurer of Hartwell Bros., Inc., 
Memphis, Tenn. 

MALCOLM W. JONES, 50. Owner 
and president of M. W. Jones Lum- 
ber Co., Middlesex, N. C. 


Jones Named To Head 
Tampa Hoo-Hoo Club 


Ben Jones was recently elected 
president of the Tampa Hoo-Hoo 
Club. Other officers elected were 
Murray Pascual, vice-president; 
Jan H. Dolcater Jr., secretary; and 


The new specifications became 
official on September 1. They es- 
tablish standards for finishes for 
both heavy-duty and gymnasium 
floors and are designed to give 
users of these products the benefit 
of new developments and improve- 
ments since the last specifications 
were issued. All finishes meeting 
the new specifications, when tested 
by the official laboratory, will be 
placed on the MFMA approved list, 
and can be advertised and sold as 
MFMA approved products. 


Tour of Mexico Planned 
As Post-Exposition Treat 


A 12-day post-exposition tour of 
Mexico is being offered to lumber 
and building material dealers and 
their families who plan to attend 
the forthcoming NRLDA Building 
Products Exposition. 

Under the management of Gibbs 
Tours of Chicago, the tour was 
developed by the travel agency 
in cooperation with NRLDA and 
several of its federated associa- 
tions. It will include visits to 
Mexico City, Zochimilco, Cuer- 
navaca, Taxco, and Acapulco. 

Beginning in Chicago after the 
close of the Exposition on No- 
vember 25, the tour varies in cost 
from $325 upward per person. In- 
cluded in the fare are airline ac- 
commodations, transfers, sight- 
seeing trips, hotel accommoda- 
tions in Mexico City, Taxco, and 
Acapulco, all meals outside Mexi- 
co City, guide service, and Mexican 
travel permit. 


Houston Fire Marshal Asks 
Ban On Wood Shingles 


It has been recommended by the 


rod provides constant lifting and holding 
power all the way up and down. A more 
responsive flat coil actuating spring reduces 
inertia, and a new nylon drive bearing 
eliminates friction and noise. The result is the 


C. D. Swingly, treasurer, all of 
Tampa. 

Jones announced that future 
Hoo-Hoo programs would cover 


fire marshal of Houston, Texas, 
that an emergency ordinance be 
passed to prohibit use of wood 
shingles within that city. 


spiral sash balance that makes a good 


window better. 


For additional information on the new 
Spirex cali your Caldwell representative 
or contact the factory: Caldwell Manu- 
facturing Company, 63 C cial St., 
Rochester 14, N. Y. 





Since 180° 


ROCHESTER, N.Y.* JACKSON, MISS. 
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such topics as FHA requirements 
for repair and remodeling loans, 
and how to advertise and sell 
building materials. 


MFMA Announces 
Revised Specifications 


Revised specifications covering 
finishes for floors of northern hard 
maple have been issued for the 
Maple Flooring Manufacturers 
Assn, of Chicago. 


Wood shingle roofs presently 
are prohibited in certain Houston 
zones, which generally include the 
downtown and industrial districts. 
The new proposal would broaden 
this ordinance to include restric- 
tion throughout the city. 

At a special meeting of the board 
of the Retail Lumber Dealers 
Association of Houston, members 
unanimously resolved to oppose 
the measure. Joe Butler, associa- 
tion secretary-manager, presented 
the resolution to the mayor and 
city council. 
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Hoo-Hoo Convention 
(Continued from page 24) 


2. Hoo-Hoo spearheading of mer- 
chandising clinics and Home Im- 
provement Council activity in as- 
sociation programs. 

3. All-out participation by Hoo- 
Hoo in the national Wood Promo- 
tion Campaign of the National 
Lumber Manufacturers Assn., par- 
ticularly at the local level. 

4. Special Hoo-Hoo projects and 
endeavors to promote wood over 
other material competition via 
building code reform and state and 
federal legislation. 

5. Screening of all local club 
members to be sure they are in 
good standing with the national 
order. 

6. Specification of a white cap 
for visiting officers at concatena- 
tions. 

7. Greater emphasis on wood- 
product sales training at Hoo-Hoo 
meetings and in its projects. 

8. Scheduling of jurisdictional 
or regional clinics to train club 
officers and chairmen in their Hoo- 
Hoo duties and responsibilities. 

9. Club establishment of archi- 
tectural scholarships at principal 
state universities. 

10. Staging of architectural de- 
sign awards in local colleges, with 
prizes for outstanding building 
plans using wood framing or fin- 
ish. 

11. Allotment of $200 or 25 cents 
per jurisdiction member — which- 
ever greatest — for travel expenses 
of Supreme Nine members. 

12. Appointment of a committee 
of three Rameses by the Snark to 
investigate and formulate a retire- 
ment plan for the ICOHH execu- 
tive secretary, to be reported on 
at the 68th annual convention. 

The 1959 convention will be held 
at Duluth, Minn. Other conven- 
tions were set for Hot Springs, 
Ark., in 1960; Miami Beach, Fla., 
in 1961; and Chicago, IIl., in 1962. 
Other cities that placed bids for 
future conventions were Colorado 
Springs, Colo., Vancouver, B. C., 
and Toronto, Can. 

Highlights of the Las Vegas con- 
vention included group bus trips 
and tours of Hoover Dam on Lake 
Mead, and a golf tournament. 

Dick Whittington, as general 
chairman, and Las Vegas Club 
President Gene Brown, and their 
committees, engineered a Hoo-Hoo 
convention long to be remembered 
by attending Cats — as long, per- 
haps, as they finger silver dollars 
carted away in lieu of convention- 
al greenbacks. 
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TO HELP vou SELL... 


Helping a customer choose the right 


color and style of roofing can be a time-consuming task, 


until you have used the exciting new, full color book by 
Certain-teed, the “Home Harmonizer.” 

Here in a beautifully decorated hard cover edition are 
true-to life pictures of the entire Certain-teed roofing and 
siding line as exclusively styled by Beatrice West, one of 
America’s foremost color authorities. 

Using the “‘Home Harmonizer’’ book, your customers can 
match up colors for the roof, siding and trim of their home 
in an almost unlimited combination and actually see how 
the finished house will look 


This book was designed to make your selling job easier, 
faster, more profitable . and reports prove it will do 
just that! 


Let this remarkable ‘Home Harmonizer” prove itself in a 
hurry. All we need is your name and address on the cou- 
pon below. 


Color Service Division, Dept. SB 
0 rst | Certain-teed Sales Corp. 


Lancaster Ave. 


8 vs more, Pa. 
acl — Please rush information about Certain-teed’s 
dramatic new “Home Harmonizer” book. 
Price $2.10 Enclosed is 0 check (0 Money order 


per copy. 


Available only to 
Architects, Builders, 
Contractors, Dealers and 


Cortain-teed” 


Products of Certain-teed Products Corporation 
SOLD THROUGH 
BESTWALL CERTAIN-TEED SALES CORPORATION 
120 East Lancaster Avenue, Ardmore, Pa. 
EXPORT DEPARTMENT: 100 East 42nd S!., New York 17, N.Y. 





. 
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Heret why 314 leading builders 
are using Johns-Manville SPINTEX’ insulation 
in 18,979 new houses 


In a nationwide home-building merchandising pro- 
gram, 314 out of 380 of the country’s leading builders 
specified. Johns-Manville sPINTEX home insulation 
for homes they are now building. These builders 
chose SPINTEX because they know it has great home- 
buyer appeal and will help them sell and merchan- 
dise their homes. 


In a recent survey, homeowners voted 7 to 1 in 
favor of Johns-Manville as the manufacturer of in- 
sulation in which they would have the greatest con- 
fidence. Home prospects know that Johns-Manville 
SPINTEX home insulation keeps homes warmer in win- 
ter and cooler in summer. They also know that it 
reduces heating bills and cuts air-conditioning oper- 
ating costs. 


SPINTEX is a vastly improved home insulation, manu- 
factured by the revolutionary Johns-Manville spin- 
ning process which produces finer fibers for greater 
efficiency. 

Johns-Manville spInTEx home insulation comes in 
various thicknesses up to 6 inches, and in blankets 
or batt form. Blankets are available either Kraft 
paper-wrapped or aluminum-wrapped. Batts and 
blankets are light in weight . . . easy to handle... 
cut clean and sharp. These ideal characteristics make 
for better, faster, labor-saving application. 

We'll be glad to send you a copy of our new book- 
let,““Comfort And ItsControl In Light Construction.” 
Write to: Johns-Manville, Box 111, New York 16, 
New York. In Canada, Port Credit, Ontario. 


S® Jouns-MANVILLE 
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THESE OTHER JOHNS-MANVILLE 
BUILDING MATERIALS INCREASE 
SALES AND PROFITS FOR YOU 


Fibretex Acoustical 
Panels absorb up to 
75% of room noise that 
strikes them. Pre- 
decorated with hand- 
some white finish for 
new homes or right 
over old ceilings. 


Pre-Primed Fiexboard® 
comes to job site ready 
to take any paint. 
Large-size building 
sheets ideal for board 
and batten construc- 
tion. Fireproof and 
rotproof. 


Colorbestos® Sidewall 
saves expensive 
repainting for the 
homeowner, adds 
distinction and. buyer 


Terrafiex® Vinyl 
Asbestos Floor 


Tile, keeps its 
“first day” beauty. 
Easily kept spick- 
and-span, it has 
t appeal to 
omeowners, 


wind, rain, hurricane. Saves | 
Attractive colors and blends. 


- <a 


PR 





DUCTS 


‘BETTER WAY’ 





Cutting Charges Clear and Profitable 


ng or hawing about the charge for 
pecial cutting of boards and ply- 
yland Lumber Co. in Baltimore, 
the wall behind the sales counter 
Franklin Street store makes the 


Taere’s no hemn 
— or cost of 
woed at the Mar 
Md. This sign on 
in the dealer’s 
charges clear. 


CUTTING CH 
BO 
RIPPING 


i 
_ 


Jerry Kolker points out to some 
-ustomers that they can have the 
boards they need, cut to size, for 15-cents a rip or 
15-cents per cut-off edge. The sign also gives the 
price of 50-cents per cut for odd-size plywood pur- 
chases. 

“In larger q 
the cutting cost 
charge for cutt 
because of the t 
service in our 

“The good t 
posted is that 
argument or 11! 


Store Manage 
Do-It-Yourself 


explained Kolker, “we have 
figured in the price. We have to 
lumber and plywood in small lots 
suble and expense of rendering this 
or shop. 
about having the cutting prices 
isually settles the matter without 


ntities, 


Wall Cabinets Stretch Small Bedroom 


1 small bedroom to make it serve 
keep the floor area free of most 
minent western small homes de- 


You can stretc! 
double duty a: 
furniture, one | 
signer advises 

All you need i 
the center of the outside wall. 

Design a full wall of built-in cabinets so they will 
come flush with the window frame on both sides and 
the top. They need not be over 20 to 24 inches deep. 
Don’t close in the space below the window; instead, 
just install a desk top at the window level and you 
can have a couple of suspended drawers on either 
side of an adeg kneehole. 

Presto, you have a desk and you have storage space 
for wardrobes, full chest of drawers for all your 
clothes and accessories, and even for occasional stor- 
age in the harder-to-reach space above the window. 

To make this installation look like a custom-built 
piece of furniture, build it entirely of one of the 
attractive, neutral-toned softwoods, such as west 
coast hemlock or Douglas fir. Then take your choice 
of finishes, clear lacquer to retain the beauty and 
grain of the woods, or paint to suit your color scheme. 


a window located somewhere near 


late 
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A Do-I|t-Yourself 
“NATURAL’ 


that’s taking the 
country by storm 


& COLUMNS 
GIVES HOMES THE 
MILLION DOLLAR LOOK AT 
BREAD & BUTTER PRICES 


Insist upon Heavy-duty Versa 
Railings & Columns...imitated 
but never duplicated. 


SELF-SELLING complete floor display 
unit and merchandising pack- 
age of display cards, literature, 
planning charts, order blanks, 
instruction sheets and news- 
paper mats furnished FREE 
with initial order. 

AO ee a OH eS SS ee ee 
Write Today For Information 

VERSA PRODUCTS COMPANY, 

Lodi 4, Ohio 

Send details of Versa-Railing Program to: 








Address. ames 





City State nesietinnniphtibalijal 
Jobber. 





Qe eeeeeeeeseeeuuny, 
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MANUFACTURER NEWS 





HUNTINGTON, W. VA.: The for- 
mer plant of the Ackerman Lumber 
& Manufacturing Co. is being sold to 
Chandler’s Plywood Products, Inc., 
for business expansion. The build- 
ing will be used by Cabinet Sup- 
plier, Inc., a wholly-owned subsidi- 
ary of Chandler’s. 


CHICAGO, ILL.: The Richkraft 
Co., manufacturers of building pa- 
pers, polyethylene film, fibre forms 
for round concrete columns, fibre 
voids, fibre heating ducts, and other 
building materials, announces ap- 
pointment of the following sales 
representatives: Jim Logan, who 
will cover Tennessee; H. G. Warren, 
North Carolina; Frank Childress, 
South Carolina; Dick Sessions, Geor- 
gia and Alabama; Robert Schnell, 
Virginia, and William Cassin, Ken- 
tucky. 


ELIZABETHTOWN, N. C.: The 
Greene Brothers Lumber Co. has 
suspended its sawmill and logging 
operations here. Sidney L. Thorn- 
ton, a company official, said the com- 
pany would continue operation of 
its planing mill, lumber yard, and 
farm. 


ATLANTA, GA.: Earl M. Jones 
has been assigned as field service 
engineer to the Atlanta division of 
A. M. Byers Co., leading producer 
of wrought iron, plastic pipe and 
sheet, and electric furnace steel 
products. Jones was associated for- 
merly with Monsanto Chemical Co. 
and Industrial Marine Supply Co. 


ERWIN, TENN.: Construction has 
been completed on the new plant 
here of the Strom Steel Ball Man- 
ufacturing Co. The $440,000 plant is 
a one-story structure of brick and 
vertical aluminum siding extensions, 
occupying an area of 40,000 square 
feet. The plant will employ approxi- 
mately 200 people. 


HOUSTON, TEXAS: The Heller 
Co., aluminum window manufactur- 
ers, has leased a 10,000 square foot 
building here at 1914 Genessee 
Street, in order to double production 
space. The Heller company began 
its operation about two years ago. 


ALBEMARLE, N. C.: R. L. Bing- 
ham, businessman here, has announ- 
ced opening of a small plant for 
manufacture of aluminum storm 
doors and windows. Bingham said 
the plant will make doors and win- 
dows under license from a _ nation- 
ally-known firm. 


LAURENS, S. C.: H. Douglas 
Gray, president of Southern States 
Lumber Co., Inc., has announced 
that D. A. Dukes will return to the 


company’s sales department after 
an absence of six years. Dukes was 
previously with the company from 
1927 to 1952. He has been conduct- 
ing his own wholesale business un- 
der the firm name of Dukes Lumber 
Co,, which he will discontinue. 


MIAMI, FLA.: R. Douglas Hazen 
has been named manager of the 
newly franchised Trane Co. sales 
office here. A graduate of the Uni- 
versity of Florida, Hazen has been 
associated with Trane in several 
sales capacities since his graduation 
in 1950 from the company’s appli- 
cation engineering training program. 


WILSON, ARK.: The Wilson Oak 
Flooring Co. of Dallas, Texas, will 
open a plant here around October 1. 
Sykes Harris of Warren has been 
named general manager of the plant, 
which will employ about 60 work- 
men, The company will manufacture 
True Parquet oak flooring. 


DALLAS, TEXAS: The Smithcary 
Corp., manufacturer of shower doors, 
tub enclosures and patio doors, has 
occupied new quarters here in the 
Trinity Industrial district, according 
to L. J. Oleson, vice-president and 
sales manager. The plant was for- 
merly located at 421 W. Seventh. 


MEMPHIS, TENN.: G. M. Baird 
& Co.. manufacturers’ representa- 
tives here, has been named to rep- 
resent Chicopee Fiberglas screen- 
ing in eight Southeastern states. 
A three-man sales group — I. W. 
Williams, Robert N. Archer Jr., and 
William Ira Welker — has been as- 
signed by Baird to represent Chi- 
copee in Virginia, North Carolina, 
South Carolina, Tennessee, Georgia, 
Alabama, Mississippi, and Kentucky. 


CHICAGO, ILL.: The Celotex 
Corp. has announced four appoint- 
ments to executive level positions. 
Charles F. Buckland has _ been 
named merchandise manager of the 
insulation board-hardboard sales 
department. James C. Whitney and 
William G. Lees were named mer- 
chandise managers: in the roof in- 
sulation Flexcell and mineral wool- 
insulating siding sales departments, 
respectively. Wendell L. Garrett has 
been transferred from the Los An- 
geles office to Chicago, where he 
succeeds Fred W. Lagerquist as mer- 
chandise manager of the roofing 
sales department. 


CHARLESTON, W. VA.: New rep- 
resentative for commercial and in- 
dustrial units of Trion, Ine., is 
James R. Mason and Co. here. Trion, 
Inc., of McKees Rocks, Pa., manu- 
factures electronic air cleaning 
equipment. 
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101-J, SURVEYING INSTRUMENTS. Folder illustrates, describes, 
and gives prices for contractors’ transit, construction and farm 
level-transit, construction and farm level, builders’ dumpy level, 
true sight hand level, builders’ Universal tripod, extension tripod, 
light construction and farm tripod, Universal builders’ level- 
transit, and builders’ rod and target. David White Instrument Co., 
Dept. SBS, 2051 North 19th Street, Milwaukee, Wis. 


102-J. READY-MIX CONCRETE EQUIPMENT. Details are avail- 
able on the Winslow Ready-Mix plant installation, with specific 
reference to the cost, operation, and return on investment of the 
Binanbatch. Winslow Scale Co., Dept. SBS, 25 & Haythorne, Terre 
Haute, Ind. 


103-J. WOODEN SHUTTERS. Sample panels, envelope stuffers, 
ad mats and specification sheets are available on this manufac- 
turer’s complete line of wooden shutters. Cannon Craft Co., Dept. 
SBS, Sulphur Springs, Texas. 


105-1, ALUMINUM RAIL. Literature describes and illustrates Ad- 
justo-Ease decorative iron and Homecraft aluminum rail for level 
or stair installations. Available in 3’-4’-5’ lengths, for Do-It- 
Yourself trade. Elite Fabricators, Dept. SBS, Bel Air, Md. 


106-1. GALVANIZED AND ALUMINUM VENTILATORS, Two-color 
folder illustrates, describes, and gives specifications for peak type 
louvers, gravel guards, rectangular louvers, recessed type louvers, 
foundation and eave vent, and roof vents. Louv-R-Pak, Ine., Dept. 
SBS, 3629 E. First Street, Fort Worth, Texas. 


107-1. HOME BUYER’S GUIDE. Booklet gives helpful information 
on house-buying, including such considerations as neighborhood, 
lot, r lati kitchen, hot water, bathroom, plumbing, 
electrical system, basement, attic, heating, cooling, and financing. 
Southern Pine Asen., Dept. SBS, Box 1170, New Orleans 4, La. 


108-1. CERAMIC GLAZED TILES. Illustrated folder gives Do-It- 
Yourself installing instructions for ceramic glazed Mosstiles. Simple 
instructions explain installation in seven steps. Samples of nine 
Mosstile colors are included. David L. Moss & Co., Inc., Dept. 
SBS, 1270 Sixth Avenue, New York 20, N. Y. 


217-D. CARPORT. Folder shows sizes and uses of all-purpose 
SeaView shelter, from attached carport to free-standing patio. 
Built of aluminum with steel supports. Other literature is available 
on Flair window awnings and patio covers. SeaView Industries, 
Dept. SBS, 4030 N.W. 29th Street, Miami, Fla. 


1-G. ALUMINUM SCREEN. Burns aluminum tension screens, full- 
frame screens, and screen cloth are described in an envelope-size 
folder. Catalog sheet lists advantages of the aluminum frame unit. 
Dodge Wire Corp., Dept. SBS, 249 Spring Street, S. W., Atlanta, 
Ga. 


101-D. WEATHERSTRIP SASH BALANCE. “Today — Quality 
Sells the Home Buyer” is an eight-page folder showing uses of 
Zegers Duraseal metal weatherstrip and sash balance in double- 
hung wood windows, Zegers, Inc., Dept. SBS, 8090 South Chicago 
Avenue, Chicago 1, Ill. 


102-1. DECORATIVE DOOR LIGHTS. Catalog describes and gives 
specifications for Royalite packaged, glazed flush door inserts, dec- 
orative moldings and lights, Royalouvers, and oak thresholds. 
Southern Door Lite Co., Dept. SBS, 46 Westland Boulevard, At- 
lanta 10, Ga. 


103-1, POLYETHYLENE SHEETING, Catalogs, prices, and samples 
of pure polyethylene sheeting in three thicknesses, widths from 3’ 





to 40’, are available from Warp Bros., Dept. SBS, Chicago 51, Ill. 


204-F, REDWOOD I\ THE HOME. “Promote Redwood for True 
Beauty in the Home” by John Reno gives helpful pointers on 
moisture content, colors, grains, nailing, placement and finishes for 
redwood paneling and siding. The Pacific Lumber Co., Dept. SBS, 
35 East Wacker Drive, Chicago 1, Ill. 


204-H. CLOSET DOORS. “Space and Cost Savings” is a folder 
illustrating and describing Berry Float-Away closet doors. The 
doors reportedly save $50 per house on construction costs. Berry 
Float-Away Closet Doors, Dept. SBS, 1091 Zonolite Road, N.E., 
Atlanta 6, Ga. 


105-L. MODERN WOOD PANELING. Colorful literature describes 
Long-Bell’s Flakewood paneling for contemporary interiors, and 
mahogany finish Ven-O-Wood for economical use in homes, 
offices and stores. International Paper Co., Long-Bell Division, 
Dept. SBS, 928 Grand Avenue, Kansas City, Mo. 


203-A. PLASTER REINFORCEMENT, A 20-page research booklet 
reports “The Crack Resistant Properties of Gypsum Lath and 
Plaster Angles Formed by the Intersection of Walls and Walls with 
Ceilings Reinforced with Various Types of Metal Reinforcement.” 
It shows the superior performance of Keyeorner wire mesh. Key- 
stone Steel & Wire Co., Dept. SBS, Peoria 7, Ml. 


205-A. FACT FILING FOLDERS, Reynolds Aluminum offers deal- 
ers a set of 19 Fact Folders for a handy reference library on sach 
products as aluminum roofing and siding, asphalt roofing and 
accessories, farm gates, insulation, nails, ete. New literature sent 
to dealers using folders. Reynolds Aluminum Supply Co., Dept. 
SBS, P. O. Box 1367, Atlanta 1, Ga. 


208-A. WESTERN PINE — SOURCES AND USES. WPA’s 1958 
membership directory lists 440 member mills by states, species, 
and products available. Six color folders show Western Pine fin- 
ishing recipes and reproduced samples. Western Pine Assn., Dept. 
SBS, Yeon Building, Portland 4, Ore. 


209-A, PLASTIC-FINISHED PANELS. Full-color catalog covers 
Marlite’s line of plastic-finished hardboard wall and ceiling panels. 
It shows a full variety of colors and patterns — Hi-Gloss, Marble 
Panel, Woodpanel, plank, block, and Korelock. Marsh Wall Prod- 
ucts, Inc., Dept. SBS, Dover, Ohio. 


213-A, WROUGHT IRON RAILINGS AND COLUMNS. New cata- 
log page shows four column designs available with Versa wrought 
iron railing for Do-It-Yourself trade. It explains the ease of be- 
coming wrought iron dealer. Versa Products Co., Dept. SBS, Lodi 
4, Ohio. 


24-B. ASPHALT ROOFING MATERIALS. Four-page catalog in- 
sert gives complete specifications, descriptions of uses, and direc- 
tions for both cold and hot applications. It covers asphalt roofing 
and coatings and cements. Lion Oil Co., Asphalt Sales, Dept. SBS, 
El Dorado, Ark. 


106-B, FIR PLYWOOD FACTS. Available to dealers and their 
employees is a 48-page pocket-size fir plywood guide which includes 
basic grade-use data, advantages, and much “know-how.” Douglas 
Fir Plywood Assn., Dept. SBS, 1119 A Street, Tacoma 2, Wash. 


110-B, PLASTIC WATER PUTTY. Catalog sheet shows home uses 
for Durham’s Rock-Herd water putty, explains how to color it, 
and lists types of customers who find it “indispensable.” Donald 
Durham Co., Dept. SBS, Box 804-0, Des Moines, Iowa. 
(Continued on Reply Card Page 73) 


On this and subsequent pages of S-B-S, you are offered an a 


excellent selection of literature on new Building Materials and 
Products. For free copies of this helpful literature, just fill in 


For more 
information 


and return the handy postage-paid reply card on page 74. 
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Tais meeting by the Wepco division of 
the Weather-Proof Co. of Litchfield, 
I!L., inaugurated the firm’s new policy 
of dealer-distributor get-togethers for 
interchanging ideas on bettering serv- 
among all concerned. In charge 
of the recent Springfield, Ll., meeting 
were J. Stephens, I. Gomberg, and 
E. Martin — Wepco’s sales manager, 
marketing vice-president, and assist- 
ant marketing manager, respectively. 


ice 


Barclay Mfg. Launches 








Builders who know specify the door that offers 
Beauty. 


= 


. Convenience... and at least $50.00 
per house Savings in construction costs. 


a 
gLor 


KK é 7 EC r¢ \ EN WN AN pane = saiiieeramnsiiitiaititihiieaiantdaiiaisced aa 


“COMPANY. 


Write today for FREE de 
SEtRrRRrFT DOOR 


3 ZONOLITE ROAD, N. E., 4 GEORGIA 


TLANTA 
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Trial Contest in N. J. 


To build extra traffic for dealers 
and to promote its name to the 
public, the Barclay Manufacturing 
Co., Inc. — New York manufac- 
turers of prefinished plasticoated 
panels and accessories has 
launched a ‘“Name-the-Barclay- 
Knight” contest throughout New 
Jersey. 

Over 800 lumber dealers are 
participating in the month-long 
contest. The public is invited to 
visit participating lumber dealers, 
fill out an entry blank, and choose 
a name for the company’s trade- 
mark — a knight on horseback. 

First prize will be a 1958 Tri- 
umph 4-door sedan, touring the 
state for the contest’s duration, 
decked out with a huge display 
sign. Ten runner-up prizes of 
Polaroid Land cameras also will 
be awarded. 


In-Sink-Erator Reports 
Increase in Sales, Profits 


Unit sales of garbage disposers 
for the first six months of 1958 
rose 28 per cent over the same 
period last year, according to a 
report by the In-Sink-Erator 
Manufacturing Co., of Chicago, III. 

The firm also reported net prof- 
its increased 52 per cent over the 
same period of 1957. 


True Champion 


What may be the world’s fattest 
tree is an ancient chestnut at the 
foot of Mt. Aetna in Sicily which 
has a trunk circumference of 204 
feet. When measured in 1780 by a 
Count Borch, it was only 190 feet 
around. Some giant western red 
cedar trees along the Oregon and 
Washington coast have measured 
65 feet in diameter. 
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202-D. VITRIFIED CLAY PRODUCTS. Brochure describes 


Dickey’s new PVC coupling. Booklets are also available on 


dealer merchandising kit cover ager 
casem: 


window units for 


light 


105-D, FARM STEEL PRODUCTS. “ 


Handbook” supplies 76 pages of data 
plans for the use of steel materials f 


on farms. It aleo includes meat-cut charts, 
teen-ager tips. Tennessee Coal & Iron 
Steel Corp., Dept. SBS, Fairfield, 


commercial awning, casement, and 


with specifications, sizes, and 
tion detail, and application tips. Insulite 


Sash Sales & Supply Co., Inc., Dept. 
4-D. ASBESTOS-CEMENT 
nesota and Ontario Paper Co., Dept. 
Building, Minneapolis 2, Minn. 


and folders show Century 


106-D. WOOD AND METAL 
108-D, STEEL FRAME B 
shows standard sizes, details, 


purpose board, Linabestes 
interior and 


bestos sheet. Kcasbey and Mattison 


Pa. 


units shown. Andersen 


ment, gliding, 
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HELPFUL BOOKLETS! 


More, MORE FREE 
(Continued from BOOKLETS FREE page) 
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213-D. STOCK WOODWORK. A 40-page catalog gives 
specifications, construction, and application details for Cur- 
tis wood window styles ard types. Curtis Companies Service 
Bureau, Dept. SBS, Clinton, Iowa. 

214-D. CEILING TILE. A 16-page booklet features Celo- 
tex’s Hush-Tone and ceiling tile im three “idea” 
rooms. It also covers other Celotex residential materials. 
The Celotex Corp., Dept. SBS, 120 S. LaSalle Street, Chi- 
cago 3, Il. 

215-D. REMOVABLE HORIZONTAL WINDOWS. A four- 
page folder describes the Rimco Slide removable horizontal- 
sliding wood window unit. It emphasizes its styling, econ- 
omy, weather-tighiness, and easy maintenance. Rock Island 
Millwork Co., Factory Dept. SBS, Rock Island, Ill. 


201-H. INTERIOR WOOD PANELING. Three folders show 


Weyerhaeuser Saies Co., Dept. SBS, First National Bank 
Building, Saint Paul 1, Minn. 


104-1, PREFINISHED PANELING. Full-color 24-page book- 


Street, New York 36, N. Y. 


102-C, FIBER ROOF COATING. “The Easy and Low Cost 
Way to Repair and Renew Roofs” is a folder covering the 
uses of Gardner asphalt-asbestos roof coating. Gardner 
Asphalt Products Co., Dept. SBS, P. O. Box 5776, Tampa, 


109-C, WOOD SHUTTERS AND DOORS. The uses and 
benefits of the new Wing-Line Shutterfold doors are covered 
im catalog insert. Catalog No. 1056 shows details and 
sizes and benefits of Fit ‘n’ Finish shutters with mov: 
louvers. Sam A. Wing Co., Inc., Dept. SBS, 5035 Willits 
Avenue, Dallas 6, Tex. 


201-C. WOOD PANELING. Full-color brochures and a folder 
illustrate and describe plywood, Ripplewood, and California 
redwood wall Georgia-Pacific Corp., Dept. SBS, 
Equitable Building, Portland 4, Ore. 


installation 
Co., Dept. SBS, 61 East North Avenue, Northlake, Ill. 
203-C, STOCK MILLWORK. The “Ideal Millwork” 


Co., Dept. SBS, Box 889, Waco, Tex. 


102-J. METAL BUILDING PRODUCTS. Catalog 57 gives 
specifications and shows uses of Vestal fireplace circulators, 
dampers, accessories, steel lintels, bridging, wall ties, mortar 

receivers and access doors. Vestal Manufac- 
turing Co., Dept. SBS, Sweetwater, Tenn. 


1-K. METAL LATH, ACCESSORIES, Colorful catalog shows 
metal lath, accessories, and partition systems of the Ala- 
bama Metal Lath Co., Dept. SBS, P. O. Box 992, 


and trusses. Templin Associates, Inc., Dept. SBS, 
Building 6, Airbase, Vero Beach, Fla. 


2-K. WINDOW, DOOR PRODUCTS, Catalog describes Vulco 


Vulcan Metal Products, Inc., Dept. SBS, 2801 Sixth Avenue 
South, Birmingham, Ala. 


13-B. INCINERATORS. Donley incinerators for homes, 
and 


and prefabricated steel 
Co., Dept. SBS, 13905 Miles Avenue, Cleveland 5, Ohio. 





PRODUCT PARADE 


GUTTER SCREENING 


Steelco gutter screen for complete 
coverage of full length of gutters is 
offered by Meridian Products Co., 
Inc., Dept. SBS, 366 Madison Avenue, 
New York 17, N. Y. 

Steelco gutter screen comes in 3’ 
sections in several widths to fit all 
types of wood and metal gutters. 
Made of special galvanized rust- 
resistant wire mesh, it is bound on 
both sides with Armco Zincgrip steel 
edging. 

One side is slipped under roof 
shingles; the other side attaches to 
outer edge of gutter with built-in 
fastening clamps. 

Write P386 on reply card, page 74. 


RESILIENT FLOOR COVERING 


A resilient floor covering which re- 
portedly offers the silence and tex- 
ture of carpet, combined with the 
wearability of tile, has been intro- 
duced by the Minnesota Mining and 
Manufacturing Co., Dept. SBS, 900 
Bush Street, St. Paul 6, Minn. 

The material also is said to pro- 
vide positive, non-slip traction even 
when wet or oily. 

Scotch-Tred resilient non-slip fioor 
covering is available in beige, black, 
or gray. It is sold in standard 96’ 
rolls 4”, 6”, 12”, 18”, 24” and 36” 
wide; in %” strips; and in 9” x 9” 
tiles. 

Write P387 on reply card, page 74. 


ASBESTOS-CEMENT SHAKE 


A new asbestos-cement shake siding 
shingle is introduced by Keasbey & 
Mattison Co., Dept. SBS, Ambler, 
Pa. 





Measuring 12” x 24”, it is said to 
simulate closely the grain and tex- 
ture of a hand-hewn wood shake. 
Colors available for the siding 
shingle are white, yellow, gray, 
green, and coral. 

Write P388 on reply card, page 74. 


ADJUSTABLE IRON COLUMNS 


The 1959 line of standard, adjustable 
ornamental iron columns and rails 
has been introduced by the Tennes- 
see Fabricating Co., Dept. SBS, 1490 
Grimes Street, Memphis 6, Tenn. 
The low-priced wrought iron line 
comes in two column designs. The 
rail has all pickets twisted, said to 
adjust quickly and easily from level 
to any step pitch. Rail posts are made 
with welded-on floor flanges, so no 
digging posts in concrete is required 
Write P389 on reply card, page 74. 


SPECIALTY HARDBOARDS 


A new hardboard line which in 
cludes 20 basic hardboard products, 
encompassing a total of 28 types and 
thicknesses, is offered by the Geor- 
gia-Pacific Corp., Dept. SBS-13A, 
Equitable Building, Portland, Ore. 


The expanded line includes tem- 
pered, perforated, and factory-finish- 
ed panels in various combinations 
Ribbed and corrugated panels, me- 
dium-density utility panels, and 
underlayment also are included in 
the line. 

Factory-finished hardboard report- 
edly has an extra-hard, water-re- 
pellent surface with high abrasive 
and chemical resistance. It has a 
light-toned, fibrous appearance, and 
is said to require less paint for 
finishing. Included in this group are 
%” random-plank and square-scored 
panels. 

Georgia - Pacific hardboards ar« 
available in thicknesses from %” to 
%” and sizes as large as 4’ x 16’. 

‘rite P390 on reply card, page 74. 
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NEW-SHAPE GLASS BLOCKS 


\ new shape in glass blocks to al- 
ow greater freedom in design has 
been introduced by the Pittsburgh 
Corning Corp., Dept. SBS, One Gate- 
vay Center, Pittsburgh 22, Pa. 


The slim rectangular block, called 
the “4 x 12,” has an acid-etched 
ippearance on its inner faces. The 
outer faces are smooth. 

To cut down on glare and in- 
stantaneous heat gain, the blocks 
ome with a white fibrous glass 
screen in the center, or the blue- 
green “Suntrol” fibrous glass diffus- 
ng screen. Although the block is 
the same 4” thickness as regular 
glass block, this center screen re- 
portedly has an insulating value 
equal to that of an 8” concrete block 
wall. 

Write P391 on reply card, page 74. 


ELECTRIC PAINT SPRAYER 


A modern electric paint sprayer 
which uses rotary action rather than 
air pressure is introduced by the 
Electro Engineering Products Co., 
Dept. SBS, 609 W. Lake Street, 
Chicago 6, Tl. 

Speedy centrifugal action of the 
Electr-O Airless paint gun is said 
to deliver paint in a straight-line 
pattern with a minimum of misting, 
splatter, and over-spray. The ad- 
justable gate reportedly paints 
swaths from 15” wide down to \” 
wide. 

The die-cast aluminum sprayer 
weighs only three pounds and has 
2 four-position finger switch, 115- 
volt, AC-DC General Electric motor. 
With a one-quart capacity, it comes 
complete with an eight-foot rubber 
cord and plug. 

Write P392 on reply card, page 74. 
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~~ _§ you WON’T 
ly find any 
| rocking chairs 


AT THE 


BUILDING 
PRODUCTS 


EXPOSITION 


IN CHICAGO’S 


INTERNATIONAL AMPHITHEATRE 


November 22-25! 


But you will find thousands of 
smart retail lumber dealers who, like 
yourself, are on their toes and going places! The building materials industry has long 
since come off its rocker and stepped double-time into the parade of progress. Today 
you are pacing one of the fastest-changing industries in America’s dynamic economy— 
and the 1958 NRLDA Exposition is your key for keeping in step. 
It’s your national marketplace for industry knowledge—of products, grades, methods, 
applications, availability, cost, financing, management. Hear outstanding dealers and 
industry experts discuss— 


MERCHANDISING TO EXPAND YOUR MARKETS NEW PROFITS IN FARM BUSINESS 

BETTER SALESMANSHIP HOW TO SELL MORE HOME IMPROVEMENTS 
WHAT’S AHEAD FOR DEALERS MERCHANDISING KITCHENS 

PERSONNEL MANAGEMENT COMPETING AGAINST PACKAGED PREFABS 


Attend the only show in your industry featuring live-action demonstrations—New Develop ments 
in Materials Handling ... New Markets for Component Construction .. . 
New Concepts of Merchandising and Store Planning 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION UW NRELDA 
NRLDA Exposition, 302 Ring Bidg., Washington 6, D. C. | 


DA | 


Please send: 4 / é | 
[-] Details on exclusive budget-priced NRLDA-HILTON HOLIDAY package \\\\\) : Arnal | 


xi 


NAME 


[1 Hotel Reservation Forms [_] Exposition Registration Forms 
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i ne ~— aaa noveween} 
}' (122-25, // 
ADDRESS \ 1908 || 


CITY Raji gate ib Sanlaninton ees ‘ sei 
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REFLECTIVE INSULATION 


Alfol aluminum foil reflective in- 
sulation, which reportedly is highly 
heat and wind resistant, is offered by 
the Reflectal Corp., Dept. SBS, 200 
S. Michigan Avenue, Chicago 4, III. 

New types of Alfol aluminum foil 
reflective insulation feature box-type 
end design that affords full end-to- 
end coverage. 

Exposed foil layers are backed 
with heavy kraft or polyethylene 
lining. The middle layer is unlined 
aluminum foil. Heavy board stock 
blanket dividers provide increased 
strength and extra rigidity. 

Write P393 on reply card, page 74. 


CURTAIN WALL SYSTEMS 


Four Ualco aluminum curtain wall 
systems with single-unit construc- 
tion — windows and panels con- 
tained in the same frames — are 
manufactured by the Southern Sash 
Sales & Supply Co., Inc., Dept. SBS, 
Sheffield, Ala. 

Panels may be insulating or non- 
insulating and of almost any mate- 
rial — asbestos cement sandwiches, 
aluminum or steel faced plywood, 
porcelain enameled steel, formed 
aluminum sandwiches, stainless steel, 
or structural glass. 

Ualco Series 100 curtain wall in- 
cludes the Series 100 awning win- 
dow — completely and permanently 
weather-stripped with  bulb-type 
vinyl. Series 200 awning window is 
heavier. in section modulus (2” 
depth). Series 300 curtain wall offers 
a night-ventilation feature — the 
bottom awning ventilator only opens 
about 10 degrees and locks positive- 
ly in its open position. 

Write P394 on reply card, page 74. 


THREE-DIMENSIONAL TILE 


A vinyl tile with a unique surface 
design’ has been introduced by the 
Goodyear Tire & Rubber Co., Dept. 
SBS, Akron 16, Ohio. 


SOUTHERN BUILDING SUPPLIES for OCTOBER, 1958 


Called Cloisonne, the tile gives 
a three-dimensional surface effect, 
produced from the combination of 
hundreds of vinyl chips made from 
several basic colors. 

It is available in 11 colors, most- 
ly pastels. 

Write P395 on reply card, page 74. 


SQUARE FURNITURE LEGS 


A square tapered furniture leg with 
brass ferrule is offered by Dennix 
Products Co., Dept. SBS, 33-04 
Downing Street, Flushing 54, N. Y. 





The hardwood leg comes in an 
assortment of nine sizes from 3% 
to 28” high. A heavy duty steel 
bracket with threaded clinch nuts 
insures rigid support and simple 
attachment. 

Ready for a Do-It-Yourself finish, 
the legs are sanded smooth, pack- 
aged individually in sets of four, 
with brackets and all hardware. 


Write P396 on reply card, page 74. 


WATER-BASE ADHESIVE 


A contact adhesive — reportedly 
non-flammable, essentially odorless, 
and non-hazardous — has been de- 
veloped by the Formica Corp., Dept 
SBS, 4614 Spring Grove Avenue, 
Cincinnati 32, Ohio. 

The adhesive can be _ brushed, 
sprayed, or rolled on plastic lami- 
nates, plywood, particleboards, plas- 
ter, plasterboard, and hardboard. 

Called Formica Safe-Bond, it has 
a spread-rate of 300-320 square feet 
per gallon, reportedly double that 
of conventional contact cements. 

A milky-white substance when 
applied, Safe-Bond changes color 
when dry enough for bonding. 

Write P397 on reply card, page 74. 


Hobbs Wall 
redwood 
sets the pace! 


Certified kiln-dried redwood sid- 
ing, finish, patterns? Hobbs Wall 


an do! 


Unusual size and grade specifica- 
tions in green or dry redwood? 
Hobbs Wall can do! 


Cut stock, splits, shakes? Hobbs 
Wall can do! 


For mixed cars, straight cars, or 

pool cars, check first with your 

Hobbs Wall representative. Write 
wire for his name. 


HOBBS WALL 
LUMBER CO. 


és 


2030 Union $t., San Francisco 


Hobbs Wall is Exclusive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 


For more details on above items, use Coupon on Page 73 





Long-Sel/ 


BARN POLES 


put more profit 
in your pocket 


Demand continues to grow for pole- 
type jobs for dairy and beef cattle 
pole barns, for machinery storage, in 
fact for scores of farm and small 
industrial operations. 

Jobs put up with Long-Bell Pressure- 
Treated poles last longer, look better, 
sell easier . . . and put more profit 
in your pocket. 

Manufacturers of these other “life- 
‘ime” products — 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS + POLES + PILING 
LUMBER + CROSS ARMS «+ TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


410 T&P Pass. 
Station Bidg. 
Ft. Worth, Texas 


415 New Moore Bidg 
San Antonio, Texas 


629 W. Bidg. 
Houston, Tonos 


209 Philidor Bidg. 
Dallas, Texas 


P.O, Box 192 
DeRidder, Lo. 


Leorhardt Bidg. 
Okla. City, Okla. 


There is No Substitute 
For The L-B Brand 


INTERNATIONAL PAPER COMPANY 
WOOD PRESERVING DIVISION 
Kansas City, Mo. Longview, Wash. 
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PLASTER REINFORCING 


A reinforcing method to minimize 
plaster cracking around door open- 
ings has been added to Gold Bond’s 
Holostud partition system of the 
National Gypsum Co., Dept. SBS, 
Buffalo 2, N. Y. 


A simple clip unit, called Holostud 
Column Clip, locks two studs to- 
gether to form a rigid four-cornered 
column. The door frame, when se- 
cured to this reinforced column, 
becomes an integral part of the 
partition. With this system, shocks 
are transmitted throughout the wall 
panel, thus reportedly reducing any 
plaster cracking occurring around 
door openings. 

No specia! tools are required for 
installation. Four clips are needed 
for each side of the door. 

Write P398 on reply card, page 74. 


ONE-COAT ALUMINUM PAINT 


A one-coat aluminum paint, which 
reportedly makes a primer first coat 
unnecessary, is offered by the Carter 
Paint Co., Dept. SBS, Liberty, Ind. 

Called Dur-Aluminum, the paint 
provides a bright corrosion-resistant 
finish. It is recommended for hard- 
to-reach places, or where speed of 
application is important. 

Made with a special rust and cor- 
rosion inhibitor, it is said to have 
excellent covering capacity and 
works best on clean or lightly rusted 
surfaces. 

Write P399 on reply card, page 74. 


EXTENSION FORK AND BOOM 


To cut the high cost of maintaining 
extra materials handling equipment 
in the plant or yard, an extension 
boom and hook attachment has been 


developed by the Automatic Trans- 
portation Co., Division of the Yale 
& Towne Manufacturing Co., Dept. 
SBS, 149 West 87th Street, Chicago 
20, Ill. It adds a new dimension to 
the standard fork lift truck by giv- 
ing it the ability to function also 
as a crane truck. 

The basic boom attachment ex- 
tends 30” and has a capacity of 4, 
800 pounds. Additional extensions 
are available to lengthen the boom 
to 42 or 60 inches. 

Write P400 on reply card, page 74. 


DUAL PURPOSE WINDOW 


A dual purpose window, serving as 
an outside awning window and an 
inside jalousie, has been developed 
by the F. C. Russell Co., Dept. SBS, 
Columbiana, Ohio. 


Available in a range of 20 sizes for 
home and commercial buildings, the 
Rusco twin window reportedly re- 
duces building and maintenance 
costs because of its flush-fit construc- 
tion of two windows in one unit. 

The outside awning window serves 
as a sunshade and storm window. 
Panes can be glazed with glass or 
fiberglass, in three standard colors: 
pale yellow, aquamarine, and off- 
white. 

The windows are constructed of 
aluminum, with concealed hardware, 

Write P401 on reply card, page 74. 


AUTOMATIC GARAGE DOOR 


An automatic garage door opener 
that requires no electricity is offered 
by the Challenger Lock Co., Dept. 
SBS, 4865 Exposition Boulevard, Los 
Angeles 16, Calif. 

The Challenger Mark V _ door 
opener is completely pneumatic, and 
has a minimum of moving parts. 
It can be operated with ease from 
the driveway without leaving the 
car. 

A sealed rubber hose is perma- 
nently attached to the driveway. 
When a car is driven over the hose, 
its weight pushes a bubble of air 
through a tubing of rubber to ac- 
tivate a latch located at the top 
of the door. The door then opens 
on its own spring tension. 

Write P402 on reply card, page 74. 
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THE BETTER, HANDIER WAY TO BUY 


ALUMINUM NAILS 


IT’S THE NEW 


JOB-PAC 


PULL-STRING PACKAGE 


Each JOB-PAC ‘‘can” cont enough Tempered Aluminum 
Alloy Nails to apply a spe ed amount of wallboard, siding, 
roofing, etc. Contents and rage are clearly shown on the 
front label for quick identif nm. No chance for loss or waste 
with this compact, pull-strir ntainer. The fine quality Phifer 
Aluminum Nails meet FHA sirements and are approved by 


the Redwood Association 


PACKED 20 CANS TO A MASTER CARTON 


PHIFER WIRE PRODUCTS 


WRITE FOR PRICE LIST TELEPHONE PLAZA 2-5594 TUSCALOOSA, ALABAMA 














Increase Sales with 
IS YOUR ADDRESS Tense. 
CORRECT? ad— ©)’ Lele) a) 


lf there’s been a change in your 
mailing address — from what is Certified K.D. 


shown on the mailing label — Ryans All Grades 
| All Patterns 
Mouldings 


please send us your correct ad- 
dress. Write to: 


SOUTHERN BUILDING SUPPLIES 


806 Peachtree Street, N. E. TREE FARMERS AND MANUFACTURERS 
FORT BRAGG 
Atlanta 8, Georgia CALIFORNIA 


San Francisco Park Ridge, Il. 
Los Angeles New York 
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DETACHABLE POWER DIGGER 


A reportedly fast-digging, easily- 
detachable tractor-mounted power 
digger has been introduced by Sher- 
man Products, Inc., Dept. SBS, Royal 
Oak, Mich, 

The Panther is powered by a 25 
hp hydraulic system with a pump 
at the rear. All hoses connecting the 
working elements are rigidly clamp- 
ed to eliminate scuffing. A special 
transmission steps up power take-off 
shaft speed. 


The hydraulic system operates at 
2000 Ib P.S.I. and has an available 
digging force of 19,250 pounds. 

The swing drive elements report- 
edly are kept in tension under all 
conditions, thus eliminating slop. A 
flow control valve is said to elimi- 
nate all chain slack and assure 
positive control in every swinging 
position. It has stress-design box 


construction boom, reinforced stress- 
design box dipstick, shock absorb- 
ing sub-frame, and individually con- 
trolled stabilizers to give lateral and 
angular support for maximum stabil- 
ity. 

Write P403 on reply card, page 74. 


SLIDING GLASS DOOR 


A new Series 102 sliding glass door 
is introduced by Arcadia Metal 
Products, Dept. SBS, 801 South 
Acacia Avenue, Fullerton, Calif. 

The screen has been moved to 
the inside of the door. Sill design 
and outside slider are said to pro- 
vide water-tightness and eliminate 
interior and exterior pressure prob- 
lems. Nylon tracks guide the nylon 
rollers in silent, easy passage. 

A neoprene glazing channel elimi- 
nates putty. Thus, sections can be 
glazed at shop before they are de- 
livered to the construction site. Both 
fixed and sliding panels are easily 
installed. All framing members are 
shipped in sleeves of transparent 
polyethylene. 

The Arcadia Series 102 also fea- 
tures a jam-proof rotary latch with 
a lock that reportedly operates at 
the flick of a lever. 

Write P404 on reply card, page 74. 





PREFERRED by 
¢ architects 

¢ builders 

e decorators 


e do-it-yourself 
folks 


TOOL-HOLDING LADDERS 


Industrial aluminum ladders with the 
one-piece Tool-Tra top and the fold- 
down bucket holder are offered by 
the R. D. Werner Co., Inc., Dept. 
SBS, 295 Fifth Avenue, New York 
16, N. Y. 

The Tool-Tra top will accommo- 
date hammers, pliers, screw drivers, 
paints, brushes, nuts, and bolts, keep- 
ing them within easy reach of work- 
men. 

The fold-down bucket holder has 
concentric circular ribs that prevent 
paint cans from slipping. 

Write P405 on reply card, page 74. 


NEW STYLE IN CEILING TILE 


Now introduced to lumber dealers 
by Armstrong Cork Co., Classic 
Cushiontone is an advanced styling 
in wood fiber acoustical ceilings. 


Meet the growing demand 
for interior shutters with 
SUN-AIR — the line that 
really SELLS! 


* selected, finest quality woods 


It features hundreds of tiny per- 
forations scattered throughout a 
field of larger openings, creating a 
lace-like design for an attractive 
free-flowing effect in an installed 
ceiling. 

Cushiontone comes in 12”x12”x\%” 
tiles suitable for nailing or stapling 
to wood furring strips or cementing 
directly to ‘the existing ceiling. It 
is available with tongue-and-groove 
joints or butt edges. By mid-October, 
a 16”x16”x%” tile is expected to 
be on the market. 

Write P406 on reply card, page 74. 


* standard sizes always in stock 
* custom sizes to your specifications 


* fast delivery on your orders 


WRITE FOR INFORMATION ON DEALERSHIPS 


Sun-Air Products Mfg. Co. 


1840 N.E. 144th Street ¢ No. Miami, Fla. ¢ Phone WI 5-4351 
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Every Terrazzo, Tile, Cement, 

Plasterer, Building, Construction 

customer needs the 

virtually unbreakable FORTEX® 

RUBBER PAILS! They are prac- MANUFACTURERS REPS 
tically indispensable! Great for We're opening up new 
your Farmer, Rancher, Factory, Territories — write today! 
Institutional, Maintenance 

customers! 


FOR FORTEX PROFIT FACTS WRITE SBS-10 
CAUCHOTEX INDUSTRIES, INC. Y) 


44 WHITEHALL STREET - NEW VORK 4, N. Y. 




















} 
Being close-b) every area of the South permits us 
to eliminate HIGH FREIGHT COSTS; our buy-as-you- 
need-it policy obviates over-stocking. Combine ALL 


Panel Boards GARDNER PRODUCTS into a 10,000 Ib. order and 
tO S ith th you as a Jistributor secure the very lowest prices we 
ze wi  — have to offer. Our Fleet of modern trucks services the 


South in the eediest manner possible. 


»~ PANEL SAW GET YOUR SHARE OF SALES IN THE HUGE 


MOBILE HOME MARKET! One single application of 
Don ae = CROSS-CUTS popular-priced MOBILASTIC LIQUID ALUMINUM 

; MOBILE HOME ROOF COATING makes EVERY 
Roof weathertight and it insulates, soundproofs and 
seals! Ideal for protecting TRUCK ROOFS, particularly 


refrigerated 


GARDNER 


ASPHALT PRODUCTS CO. 


PAYS FOR ITSELF IN A FEW MONTHS! POST OFFICE BOX 5776 TAMPA, FLORIDA 


from machine. One mon con cross-cut or rip a 4’ x 12" 
panel alone and quicker than two can on a table saw. 








IMME DIATE 
proof; can be operated by unskilled in complete safety. at DELIVERY ANYWHERE 














IN THE 
SOUTHEAST 


WRITE FOR PRICES LITERATURE 


RICHARD C. BENNET MFG. CO. 


BOX 331 EYVILLE, PENNA 
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ELITE 


FABRICATORS + BELAIR MARY 
The St " of Cxvumh 
Benvty Throvoh He Aves 








Shipped a 


nd sold completely knocked 


down in 3” x 3” box. Available in 
3'-4'-5’ lengths. Eight foot flat and 


corner col 
able. 


umns with scroll also avail- 


patent pending 


Check these reasons you too, should 
be reaping profits. 


Year 
High 
Free 


‘Round Sales 
Mark-ups 
Sales Aids 


No Inventory-Space Problem 


For * 
Your 


‘Do-It-Yourself’’ Trade or 
Own Installation 


Adjustable! For Level or Stair 


Insta 


llations 
Write Today 


To ELITE FABRICATORS 


Dept. E-1-M 
Bel Air, Maryland 


Gentlemen: 


Please send me the soles story 
Ease” Decorative tron and 


“Homecroeft” Aluminum Rail. 














ACOUSTICAL CEILING TILE 


An acoustical ceiling tile with a 
fissured pattern has been introduced 
by the Wood Conversion Co., Dept. 
SBS, First National Bank Building, 
Saint Paul, Minn. 

Called Nu-Wood Micro-Perf, the 
decorator tile featurés a travertine 
marble pattern, dotted with needle- 
point perforations. These micro- 
meter-sized holes are invisible when 
the tile is applied to the ceiling, but 
reportedly provide highly effective 
noise control. 

The tile is available in gray or 
beige colors. A non-glare white base 
finish is said to give more than 80 
per cent light reflection. 

Write P407 on reply card, page 74. 


PLASTIC JOB SHACK 


The Kemhut — 10’ wide, 12’ long, 7’ 
high job shack of fiberglass rein- 
forced translucent plastic panels — 
has been developed by the Kemlite 
Corp., Dept. SBS, 101 North Re- 
public Avenue, Joliet, Ill. 

The Kemhut is entirely self- 
supporting, and requires no internal 
bracing. The rot-proof, weather re- 
sistant panels are secured with rust- 
proof fastenings for added rigidity. 
The hut may be staked to the ground 
or secured to a perimeter of wood 
2x4’s. 

The Kemhut comes ready to as- 
semble, in a package complete with 
precut panels, ventilating louver, 
hinged door, aluminum angles, 
fastenings and hardware. 

Write P408 on reply card, page 74. 


CONCRETE BLOCK MACHINE 


A Slide-O- Matic concrete block 
machine that reportedly produces 
three 8x8x16 blocks per minute is 
introduced by the General Engines 
Co., Dept. SBS, Route 130, Thoro- 
fare, N. J. 

The machine is said to utilize a 
power press action that exerts over 
2,000 pounds of pressure for sharp, 
even-edged blocks in a smooth, easy 
operation. A vibration system con- 
centrates and intensifies direct vi- 
bration to insure smooth and evenly- 
compacted block. 

A quick-change mold box permits 
the machine to produce other sizes 


and types of concrete blocks such 
as patio blocks, concrete bricks, bull 
nose-, jamb-, and corner-blocks. 
The machine operates on a one-hp 
electric motor or two-hp gasoline 
engine. 
Write P409 on reply card, page 74. 


MITT PAINT APPLICATOR 


A versatile mitt paint applicator for 
painting pipes, and contoured, ir- 
regular, and hard-to-reach surfaces 
of all kinds has been developed by 
the Bestt Rollr Co, Dept. SBS, 160 
S. Brooke Street, Fond du Lac, Wis. 

Of top quality lambskin, the Bestt 
painter’s mitt is offered in two styles, 
with or without thumb. The model 
without thumb has square ends 
slightly rounded to reach flush into 
corners and is reversible, offering a 
double life. 

The mitt applies most types of 
paints — including enamels, flats, 
stains, and varnishes — to all kinds 
of surfaces: wood, metal, brick and 
block. 

Write P410 on reply card, page 74. 


SETSCREW SINK FITTING 


Substantial reduction in installation 
time reportedly is possible with the 
Kohler Edgewater sink fitting re- 
cently introduced by the Kohler Co., 
Dept. SBS, Kohler, Wis. 


Readily accessible and _ easily 
tightened setscrews replace the two 
pairs of flat lock nuts commonly 
used on ledge sink fittings. 

Escutcheons of the Edgewater fit- 
ting can be set at the exact level 
desired in one easy operation. En- 
tire fitting is then tightened, requir- 
ing only an ordinary screwdriver. 

Write P411 on reply card, page 74. 
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PRODUCT BRIEFS 





ALL-STEEL SANDPAPER is now 
available from Red Devil Tools, 
Dept. SBS, Union, N. J. Dragon-Skin 
is provided in rolls 4%” wide and 
up to 1,600 feet in length. Each side 
simulates a wood scraper blade, 
providing a total of 750 cutting sides 
per square inch. Comparable to 
medium grade conventional sand- 
paper, Dragon-Skin reportedly out- 
cuts it and outlasts it without clog- 
ging. It can rasp, sand, and smooth 
hard and soft woods, plaster, plas- 
tics, and soft metals. 

Write P412 on reply card, page 74. 


INSULATION PRODUCT called 
Cell-U-Blanket for electrically heat- 
ed homes is introduced by the Wood 
Conversion Co., Dept. SBS, First 
National Bank Building, Saint Paul, 
Minn. Cell-U-Blanket is available 
in 3%” thickness with a regular 
vapor barrier liner, and in 4%” 
thickness with an aluminum foil 
vapor barrier. Insulating mat is 
highly fire retardant. 

Write P413 on reply card, page 74. 


EXPANDED METAL provides a 
decorative mesh for stoves and re- 
frigerators, radio grilles, air condi- 
tioners and phonographs. Cold rolled 
from 22 and 24 gauge carbon steel 
sheets, 3/16” Wavelength is available 
in standard sized 3’x8’ sheets. The 
United States Gypsum Co., Dept. 
SBS, 300 West Adams, Chicago 6, Il. 

Write P414 on reply card, page 74. 


HIGH - PRESSURE LAMINATE 
which costs less is said to have su- 
perior abrasion resistance and better 
core-hiding qualities through re- 
duced “grain-transfer” from core 
material to the surface. The Uni- 
versal grade Micarta is .050” in thick- 
ness. It is available in all patterns 
and colors. The United States Ply- 
wood Corp., Der . SBS, 55 West 44th 
Street, New Y° ck 36, N. Y. 

Write P4135 .n reply card, page 74. 


BASE ADHESIVE that produces 
high-strength laminates with plas- 
tic, steel, aluminum, and wood — 
without heat or pressure — is avail- 
able from the Adhesives, Coatings 
and Sealers Division, Dept. SBS, 
Minnesota Mining and Manufactur- 
ing Co., 423 Piquette Avenue, De- 
troit 2, Mich. The bonds produced 
by adhesive EC-1368 are said to have 
high dead-load shear strength, high 
peel strength, and excellent resist- 
ance to cold flow. 

Write P416 on reply card, page 74. 


DRILL-PRESS VISE of quality gray 
iron is offered by Alva Allen Indus- 
tries, Machine Tool Division, Dept. 
SBS, 1001-15 North 3rd Street, Clin- 
ton, Mo. The handle swivels for ease 
of operation. It also enables operator 


to swing handle where it will not 
interfere with work. Slide ways are 
fully machined. Jaw opening is 7” 
width of jaw, 4”, and depth of jaw, 
+ yi 

Write P417 on reply card, page 74. 


COMBINATION WOOD DOORS and 
units are introduced by the Rock 
Island Millwork Co., Dept. SBS, 
Factory Division, Rock Island, Ill 
The self-storing units come in the 
Rimco Aluma - Wood combination 
door and its companion, the Rimco 
Aluma - Wood combination storm 
sash and screen unit. Within the 
Ponderosa pine frames, aluminum 
tracks are installed to provide self- 
storing features. Four positions of 
lower glass panel allow adjustment 
of ventilation. 

Write P418 on reply card, page 74. 


HAND-RAIL BRACKETS are ad- 
justable for installation in concrete, 
masonry, plaster wall, or wood con- 
struction. The shell-moulded Ariston 
bracket conceals the anchorage. It 
is adjustable in any direction on 
the wall surface. Michel & Pfeffer 
Iron Works, Inc., Dept. SBS, 212 
Shaw Road, South San Francisco, 
Calif. 

Write P419 on reply card, page 74. 


STAINLESS - STEEL WEATHER- 
STRIP comes in a self-merchandis- 
ing package containing 17’ — enough 
to seal a 3’ x 7’ door. Doors touch 
the weatherstrip only in last 4” of 
closing movement. At this point 
spring steel gently cushions the im- 
pact and seals the door against the 
strongest winds. United Industries, 
Inc., Dept. SBS, 520 N. Michigan 
Avenue, Chicago, Il. 

Write P420 on reply card, page 74. 


ALUMINUM SLIDING WINDOW 
with horizontal action is available 
in 24 standard sizes from Fenestra, 
inc., Dept. SBS, 2250 E. Grand Boule- 
vard, Detroit 11, Mich. Double 
weatherstripping of mohair and 
stainless steel minimizes air infil 
tration, eliminates rattling, and pro 
vides a tight closure. The window 
is plastic-coated to protect against 
plaster and mortar dust deposits. 
Write P421 on reply card, page 74. 


HYDRAULIC SCAFFOLD, called 
the Sky Witch, is portable. Controls 
are mounted on the platform for 
raising and lowering. Capacities 
range from 750 to 2,000 pounds on 
standard units. Standard models 
elevate from 10’ to 17’. The lift may 
be powered by 110-volt AC or DC 
motor. The Charles Machine Works, 
Inc., Dept. SBS, 554 B Street, Perry 
Okla. 

Write P422 on reply card, page 74. 
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“READY - MIX” 


PAYS 
F! 


Actual photograph Ready-Mix Instal- 
lation at Huston Lumber Company — 
at Carey, Ohio 


Your Winslow representative can call 
on you, at your convenience, and 
prove, with “details and facts,” how 
you can set-up a profitable Winslow 
Ready-Mix plant at a _ reasonable 
overall investment. 

Here are some typical dealer reports . . 
“our Binanbatch investment paid for 
itself in approximately one year”. . . 
“big increase in tie-in sales since 
handling Ready-Mix in our yard”. .. 
“We get additional business in our 
area because we sell Ready-Mix.” 


lake advantage of the Binanbatch 
Ready-Mix profits . . . have our rep- 
resentative prove to you a minimum 
investment puts you in the Ready- 
Mix business! 


Send coupon for 
complete details. 


Winslow Scale Co. 


25th & Haythorne Terre Haute, Ind. 


Please send us details on the Binan- 
batch for increasing over-all profits. 


Nome ... 
Address 











STRICTLY 
WHOLESALE 





ASHEVILLE, N. C.: General 
Building Products, Inc., here has 
taken on the B. F. Goodrich line 
of flooring products, consisting of 
asphalt, vinyl, asbestos, rubber, and 
agatine. 


ATLANTA, GA.: The Marion T. 
Davis Co. here has been appointed 
exclusive Southern representative 
for agricultural and _ construction 
applications of polyethylene film by 
the Durethene Unit of Koppers Co., 
Inc. The company will offer a com- 
plete line of Durethene polyethylene 
film products in southern Virginia, 
North and South Carolina, Georgia, 
Tennessee, Alabama, and Missis- 
sippi. 

DODGE CITY, KANS.: J. E. 
Collier is the new manager for the 
Building Products Co., wholesale 
building supply dealer here. He 
succeeds Donald Gayer, who has 
become area representative of the 
Dewey Cement Co. 


HUNTINGTON, W. VA.: Cabinet 
Supplier, Inc., has moved to new and 
larger quarters at 1449 Washington 
Ave. here. The new location provides 
18,000 square feet of warehouse 
space, 


CHICAGO, ILL.: New distributors 
for matched and packaged built-in 
kitchen appliances of Chambers 
Built-Ins, Inc., are: Building and 
Mechanical Supply Co., Amarillo, 








Tex.; Topco, Inc., Oklahoma City, 
Okla.; M. A. Compton Co., Corpus 
Christi, Tex.; Appliance Depot, Inc., 
Dallas, Tex.; J. A. Hatley Distribut- 
ing Co., Fort Worth, Tex.; M. B. 
Reagan Co., Houston, Tex.; South- 
ern Equipment Co., San Antonio, 
Tex.; and Robinson and Haas, Inc., 
Waldorf, Md. 


NEW YORK, N. Y.: New distrib- 
utors for the Barclite translucent 
fiberglass reinforced products and 
accessories of the Barclite Corp. of 
America, are Jackson Sash & Door 
Co., Jackson, Miss.; and B. V. Red- 
mond Co., New Orleans, La. 


HIALEAH, FLA:: A. C, Distribu- 
tors, a distributing firm and manu- 
facturers’ agency, has been formed 
by Milt Green and Sidney Lang to 
serve Florida with bath and kitchen 
lines. From headquarters here the 
company will represent King re- 
frigerators, Lewyt air conditioners, 
Rainbow vanitories and counter 
tops, National bathroom cabinets and 
accessories, and Precisionware kitch- 
en cabinets. 


Handling Competition 
(Continued from page 42) 


made by you about what you are 
selling, may ring a bell, and com- 
petition will lose the sale. 

Rule No. 4 for handling com- 
petition: Make checking easy for 
your customers and safe for you. 


Don‘t Knock Your Competition 
When you hear an uncompli- 





mentary remark about someone, 
what do you think? Suppose you 
are checking a reference on an 
employee and the former employ- 
er says the applicant is not a good 
worker. What do you think of the 
applicant? What do you think of 
the reference? 

People may listen to your 
uncomplimentary remarks about 
your competition. Human nature 
loves gossip. But, as they are lis- 
tening, they may be forming their 
own opinions about where to buy 
... perhaps at the very competi- 
tors whom you are knocking so 
much. 

After all, they may reason, if 
it is necessary for you to resort 
to uncomplimentary remarks about 
a competitor, he must have some- 
thing. If he is causing you so much 
trouble, perhaps he is making a 
better offer to his customers. Your 
customer checks to be sure your 
uncomplimentary remarks are cor- 
rect. If he favors the underdog, 
he will buy from your competitor 
just to help him out. 

Another thought to keep in 
mind is that if you are busy 
knocking competition, you won’t 
have much time to do any posi- 
tive selling. Everything will be 
negative — you will be a prophet 
of doom. Your customer may ab- 
sorb this negative thinking and 
decide not to buy from either you 
or your competition ... he will 
save his money. 

Rule No. 5 for handling com- 
petition: Don’t knock your com- 
petition — sell yourself. 





sales 
i... Ep 


offices 


throughout the world 


ussell, inc. 


GENERAL OFFICE: PORTLAND 1, OREGON 


* 
: 


Merchandisers of all Pacific Coast Forest Products 
Domestic and imported lumber and plywoods 


Kaiser — Fir Tex Insulating Board Products 


DOMESTIC, EXPORT & IMPORT - RAIL & WATER 





For more details on above items, use Coupon on Page 73 
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PCA Opens $3-Million 
Structural Development Lab 


The new Structural Develop- 
ment Laboratory, part of a $3-mil- 
lion expansion of the Portland 
Cement Assn., has been opened at 
Skokie, Il. 

The laboratory will provide 
facilities for testing large-scale 
structural elements up to 120 feet 
in length. The laboratory is unique 
in that it contains no testing ma- 
chines, but is in itself a giant test- 
ing machine. 


Holiday Merchandising 
(Continued from page 40) 


paints (together with full refund 
guarantee), paint brushes, ladders, 
Fairbanks ~- Morse shallow- and 
deep-well pumps, Bethlehem gal- 
vanized roofing, Alcoa aluminum 
roofing, barbed wire, and _ gal- 
vanized field fence. 

Lowe’s ads and displays invite 
customers to buy on easy monthly 
terms and low down-payments. 
Such credit, of course, costs extra 
for this service, which is supplied 
via Allied Building Credits and 
other commercial financing plans. 

Evidence that Lowe’s stores keep 
busy staying in the black during 
mild Southern winter weather is 
indicated by the facts that sales of 
both the Charlotte and North 
Wilkesboro Lowe’s stores for last 
January and February each rep- 


resented more than 5 per cent of 


each store’s sales for the yeal 
Charlotte’s sales in Decembe! 


amounted to 7.1 per cent of the 


store’s sales for a 12-month period 


Road Sign Selling 
(Continued from page 39) 


mately $30.00 per board, accord- 
ing to Runyon. 

“We feel that the increased 
benefit we are deriving justifie 
the expense,” Runyon said. Wheth- 
er or not the signs are responsibl« 
is hard to say, but Runyon report- 
ed that Merritt Stave is experi 
encing about a ten per cent in- 
crease in volume over last yeai 
despite the fact that they have a 
new competitor in town. 

Runyon further reported that 
the sign company is satisfied wit! 
the rotating arrangement, since 
is cheaper for them to rotate cut 
outs and keep them looking nic« 
than it would be to completely 
re-design and re-paint the board 
at periodic intervals. 

“By far the most important rea 
son we are pleased with the new 
boards is the interest expresse 
in them by our customers, bot! 
current and potential,” Runyor 
said. 

The so-called “signature cut’ 
that appears on two of the thre 
boards pictured is utilized to it 
fullest advantage by Merritt Stav« 
Taking a tip from trademarks o 
successful national advertisers, the 


enterprising dealer uses the cut as 
extensively as possible — on sta- 
tionery, envelopes, invoices, state- 
ments, return envelopes, newspa- 
per ads, truck doors, job signs, and 
checks. By continuous and wide 
ise of this cut, people recognize 
it at a glance. 


Plucky Saleslady 


(Continued from page 38) 


In two weekly newspapers, by 
lirect mail, and on the local radio 
tation, Vance schedules regular 
advertising in Abingdon. The ad 
budget equals one per cent of 
ules. In page ads on appliances 

and in radio spots — this dealer 
tresses its long-established policy 
f adequately servicing all appli- 
inces the firm sells. 


Power Tool Fair 
(Continued from page 34) 


ards for further information or 
lemonstration. 

Wood officials believe their fair 

the only event in Alabama at 
vhich the entire gamut of power 
tools is demonstrated while the 
prospective customer can compare 
them simultaneously. 

The fair is well advertised. One 
»f the top attractions is Miss Power 
Tool (or Miss Do-It-Yourself) 
hosen in advance of the fair. She 
ind four maids-in-waiting serve as 











Der 


shipped over 65,000,000 feet 


of lumber and allied products last year. 


SOUTHERN SALES REPRESENTATIVES 


Downing Lumber Company 
Anniston and Birmingham, Alabama 


Southern Lumber Soles 
ne Bluff, Arkansas 
Cecil M. Brooks 
nilas, Texas 


Wm. C. Whitridge 
). Box 6202, Houston 6, Texas 


Dont & Russell, Inc. 
Washington, D. C. 


Dant & Russell, Inc. 

Fort Lauderdale, Florida 
Bolen-Brunson-Bell Lumber Company 
Memphis, Tennessee 


J. E. Elrod Lumber Company 
Charlotte, N. C. 
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REASONS WHY YOU 
= RECOMMEND 





WARM An CIRCULATING. FIREPLACE UNIT 


Model “A” Model "M" 


- Model "S" 


Model “D" 


pet ote 


. HEATFORM is the only heat circulating fire- 
place unit available in five models of various 
sizes to accommodate any architectural de- 
sign; MODEL “A” for single opening fire- 
place, MODEL “S” for corner fireplace with 
front and either side open to view of fire, 
MODEL “M” for fireplace with front and two 
sides open, MODEL “D” for the opening- 
through firepiace serving two rooms, and 
MODEL “MH” the modern hooded fireplace. 


HEATFORM has ribbed, reinforced boiler plate 
firebox for greater strength. 


. HEATING CHAMBERS surrounding the firebox 
and throat, plus superheating round flues 
through the throat, add 14 additional heat- 
ing surface. 


. HEATFORM’S MUL- 
TIPLE AIR PASSAGES 
from lower to upper 
heating chamber as- 
sure greater circula- 
tion and contact of 
air to all heating sur- 
faces— no .dead air 
pockets. 





5. NOTHING TO RUST 
Wa OUT. All metal be- 

neath chimmey sealed 
with masonry. 


. LARGER AIR INLET 
AND OUTLET CAPA- 
CITY for maximum 
heat delivery. 


WIDER CHOICE of 
c warm air outlet 
= a location. 


TIT Ti in 


























Specify your profession or trade and WRITE 
TODAY for FREE file kit of complete detailed in- 
formation on all models of HEATFORM and HI- 
FORM Dampers—inciudes 52 page 11” x81,” 
book of 88 authentic Prize Winning HEATFORM 
fireplace designs. 


SUPERIOR FIREPLACE CO. 


Dept. SBS Dept. SBS 
4325 Artesic Ave. 601 N. Point Road 
Baltimore 6, Md. 


Fullerton, California 


86 For more details on above items, use Coupon on Page 73 


Model “MH” 





| 





hostesses at all hours during the 
fair. 

Prizes and refreshments are 
other drawing cards. Visitors are 
urged to register for valuable 
prizes, including two power tools. 
Almost 1,000 qualified registrants 
dropped their tickets in the prize 
box last year — and were added 
to the Wocd mailing list. 

Richardson reported a surpris- 
ingly large number of doctors, 
lawyers, dentists and other profes- 
sional men among the Do-It-Your- 
self hobbyists. 

Numerous mail inquiries for fol- 
low-up information have followed 
both fairs. 

The approximate cash outlay by 
Wood for each fair was $450. Both 
Wood officials and factory repre- 
sentatives rate the fairs an excel- 
lent investment. 


Speedy Sales Clip 
(Continued from page 36) 


came so great the company start- 
ed selling them at their cost of 
$5 each but with usual advertis- 
ing, which was painted on before 
delivery. Over a hundred have 
been sold. The new Cullman Coun- 
try Club recently ordered 12 
benches for the golf course and 
Buettner Bros. gave them six addi- 
tional. So many benches are in 
so many places that it is hardly 
conceivable that a resident of the 
trade area has not seen the name 
Buettner Bros. Lumber Co. 

Two other forms of advertising 
are used consistently. All custom- 
ers and prospects on mailing lists 
get monthly publications mailed 
out by the factory — one for the 
farm list, one for the residents 
of towns. Each month the enve- 
lopes carrying statements of ac- 
counts carry an enclosure featur- 
ing a timely item. According to 
Bill Buettner, this is the least 
expensive and most effective form 
of direct mail advertising ever 
used. 

The consistent use of display 
space in the yellow pages of the 
telephone directory helped back 
other forms of advertising. Radio 
and newspaper advertising ‘Cull- 
man has two radio stations and 
two weekly newspapers) has been 
consistently tested. “This adver- 
tising is hard to check,” explains 
H. M. Buettner, “but until we can 
prove its worth we will go slow 
on it.” 

In summing up the experience 


of the company to date, President 
H. M. Buettner is well satisfied 
with the company’s plans and 
strategy. As he puts it: “To get 
the extra dollars we are entitled 
to out of our trade, we have to 
keep business rolling in winter 
as well as spring, summer and 
fall. We have to ask for business 
consistently, persistently, and re- 
lentlessly, and ask in as many dif- 
ferent ways as possible. If the 
customer’s decision is between a 
new car, a new boat, and a new 
family room, we have to win or 
wait a long time.” 


No Dull Season Here 
(Continued from page 33) 


ments of around $50. Much prom- 
inence is given in the publicity 
to the idea that they can be bought 
at this time and finished by the 
purchaser in time for hot weather. 

Temple Lumber’s year-’round 
advertising campaign is _ built 
around radio spot announcements 
and weekly two-column-by-6” or 
8” newspaper ads. 

Two of the firm’s most eye- 
catching displays are right on the 
premises. Featured merchandise, 
particularly during the holiday 
season, is described on a large, 
changeable-letter sign in front of 
the yard. The second display is 
a full-scale log cabin, erected near 








“THE VERY BEST IS 


TEMPLIN 


ENGINEERED ROOF FRAMING 


Teuss tocnk 


DING DEPART 


FRANCHISES 


NOW AVAILABLE 


No Special Equipment Required 


WRITE OR PHONE 
At re ih 


Vero Beach, Florida 
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ANNOUNCES 
the all new promotional panel 


Cannon Craft has always been the leader in making a better louvered 
product for less money, and with their new promotional panel, Can- 
non Craft is hitting the price range of the majority of people who 
desire shutters at an economical price. 


Note these Retail Prices: 


8x20... 
8x24.... 
8x28.... 
Su Sas. 
8x36.... 


. $1.69 
1.89 
2.19 
2.39 
2.99 


72 20.. 
7x 24 
7x 28 
a). keane 
of) Soe 


.$ .99 
1.69 
1.89 
2.19 
1.79 


ou 20; . 
i 2, ee 
Ee eee 
3) 
Os 864:... 


2.1 


With the usucl popular discounts offered to deolers, and 


distributors. 


Cannon Croft, 


the South’s oldest and largest maker of 


shutters, produces the finest shutters available in the world 
Cannon Craft shutters ore carefully constructed of clear, 
high grade sugar pine by the most skilled shutter artisans 
Each and every Cannon Craft shutter is carefully inspected 
before shipping to insure the kind of perfection in work- 
manship thot is traditional at Cannon Craft. 


Write, Wire, Phone 


. the Cannon Craft Company, Sulphur Springs, Texes.. . 


for full particulars. 


. $1.89 


9 


2.39 
2.49 
2.99 


This attractive “Select-it-your- 
self’ Display Island is a proven 
sales builder available to all 
Cannon Croft Dealers. 











GENUINE AS 


Yam, * 


PURE POLYETHYLENE SHEETING IN| “sswe-tos' 
3 THICKNESSES—WIDTHS FROM 3’ to 40’ 
— 100 LIN, FT. PER ROLL — 


Warp’s COVERALL is made in 3 thicknesses and 
many widths to meet any requirement in building or 
remodelling. CLEAR COVERALL is a tough, poly- 
ethylene plastic sheeting that has hundreds of appli- 
cations (meets FHA specifications ). 


polyethylene plastic film is recommended for use 
where material is exposed to direct sun, 


Warp’s COVERALL is the Best Polyethylene|———* 


Plastic Sheeting Money Can Buy 


LOW AS 
SQ. FT. 





QUALIFIED TO SERVE YOU 


Our 
Modern Mills 


and 


Dry Kilns 


Operated by men 
who know Lumber 
assure you of 
QUALITY 
PRODUCTS 
Precision Made 


e 
A Mixed Car can 
contain 
Standard Items 
plus Mouldings, 





mye prices, © WATER-TIGHT 
- - = © ACID-PROOF 
© ROT-PROOF 


your 

Jobber or write to 

Worp Bros., 
Chicago 51. 





On-the-Job 
Protecton 





Concrete 
Curing 


Interior Trim, 
Glued Panels 
2 
We are Experts 





© STAYS FLEXIBLE AT 
2 Gauge 


60 BELOW ZERO 
Tiscone Thick) 


Retail —p 


Dis nT 


3 6 Gauge 
Ft. (.006 Thick) 


at Finger Jointing 








3’, 6 10%" 


Moisture-Proof ee 14’, 
eH. dA 
fh wets 


3’, 4 and 9 Ft. Widths 





6’, 10%’, 12’, 14’, 
ey 20 20’, 24”, 28° 
32’ 8 40 Ft. widths 


The Ralph 





CLEAR 
Te 14’, 16%’, 20° 
24’, 28", 32° & 


1 3 Ft. Widths aah. Whewe 





*, 6, 12’, 14”, 16%" 
re tA a 8 





» SMITH 


umber Company 





"s Coverall also Available in Pre-Cut Packages from 12’ x 12’ te 20’ x 20’ 
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ANDERSON, CALIFORNIA 

if ig Members: Western Pine Assn., 
West Coast weg oe $n., 

Ponderosa Pine W. ‘ork 
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the store entrance. Motorists on 
the busy thoroughfare nearby have 
come to identify the firm by the 
distinctive log structure. 

New to Houston but not to the 
Texas countryside and small towns 
is the firm’s biggest promotion for 
1959 — its “Strongbilt” homes. 

“We began constructing these 
homes around the state a year or 
so ago,” explained Theo Huck, 
manager of the Houston branch. 
“Then the firm realized that sim- 
ply because a man lived in a big 
city, he could not necessarily af- 
ford a big, expensive home. Temple 
believes,” he said, “that there are 
literally thousands of families here 
who can own homes only if they 
are in the $1,250 to $2,300 price 
range. We’ve got competition for 
this small home business — plenty 
of it. But we think our ‘high card’ 
is the fact that we can give cus- 
tomers a better house for less 
money because we are — along 
with our parent company, South- 
ern Pine Lumber — one of the 
largest lumber organizations in the 
Southwest. We’ve already begun 
advertising these homes in a small 
way. But our campaign in the 
coming year will tell us whether 





( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SEUS BETTER because 
it WORKS BETTER. 








doting, yar te 
ou year r 
oe ieee s more, 
urham’s Rock- 
Hard Water Putty Des Moines, 
ives you by far the lowa 
t profit inon Je . 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and ats so regu- 
larly. y patching mate: may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Hasy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
lay.. Available in 25, 50, 100-lb. drums for 
Industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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our hunch about featuring them 
in the city was correct.” 

Strongbilt homes contain from 
about 400 to 800 square feet; are 
completely finished on. the ex- 
terior; and are given a rigid in- 
spection upon completion. Temple 
also advertises a free planning 
service for customers who wish to 
make additions to these inexpen- 
sive homes. All financing is done 
by the company with no down 
payment or closing costs when 
built on a clear lot. 

In view of the far-flung and ag- 
gressive operation of Texas’ Tem- 
ple Lumber Company and its 65- 
year-old parent company, it is not 
surprising that the Houston yard 
and store recognizes no such ani- 
mal as a slack winter season. The 
company’s products are many: a 
tenth of the world’s mop and broom 
handles; Templebord fibers; toilet 
seats; creosoted poles; _ short- 
length ammunition and soft drink 
cases; wood chips; Templove wood 
flour; furniture parts; and many 
others. At the headquarters of 
Southern Pine in Diboll, Texas, 
no wood product is wasted and 
even the tree bark is used for 
generating power. 

“Sure it rains here for weeks 
at a time during the winter and 
there’s always our infamous Texas 
‘gumbo’ to fight,” affirms manager 
Huck. “But dipping into the was- 
sail bowl or sitting on your hands 
won’t lick the winter lumber prob- 
lem. It may sound a trifle smug, 
but for this branch of the Temple 
industries, it’s the shot-in-the-arm 
season!” 








WANTED SALESMEN 





We are desirous of employing -two salesmen, 
one to travel the Carolinas and Sou. Virginia, 
the other to travel Alabama, Mississippi and the 
western half of Tennessee. These men must be 
salesmen, must be honest, of good character, 
good personal appearance, of average intelli- 
gence. Would prefer men experienced in mill- 
work and approximately 30 years of age. Duties 
will be to sell all types of West Coast millwork. 
including doors and plywoed, to jobbers. Car 
furnished, expenses paid, salary arrangement 
which is open for discussion. Hf interested 
please reply to Mr. Davis, P.O. Box 13042, Sta- 
tion “K.”’ Atlanta, Ga. 





MANUFACTURER REP. WANTED 





Wanted — Manufacturer Representative — to 
sell complete line of ornamental iron and alu- 
minum railing and columns. A Do-it-yourself 
item — a volume product with fast turn-over. 
Liberal Commission. State area in which you 
sell when writing for details, 

Elite Fabricators 

Bel Air, Maryland 





Classified Advertising 














FOR SALE 





VIROLA. The exotic wood from South America 
that is gaining acceptance like wildfire for 
mouldings, trim, special millwork, cabinets, wall 
pancling. 


Leoks and finishes like mahogany. Works 


better —— more stable —— costs far leas. 


We are largest U. S. importers. Maintain ade- 
quate stocks in Lynchburg, Va. AD or KD. 
Truck or rail shipments. Please write, wire, 


Phone for q ion — pl 





RUSSELL SIMMONS LUMBER CO. 


Box 2067. Phone LD 957, Greensboro, N. C. 





BUSINESS OPPORTUNITY WANTED 





INTERESTED IN BUYING manufacturing plant 
ef paper, paint, plastics or roofing products 
anywhere in the South. Send fall resume of 
products produced and capital required to Box 
No. 101, Seuthern Building Supplics, 806 
Peachtree Street, N.E.. Atlanta 8, Ga. 





BUSINESS OPPORTUNITY WANTED 





CASH FOR YOUR BUSINESS .. . 
as manager. WANTED well-established HOME 
IMPROVEMENT BUSINESS, with proven back- 
ground and carnings record. Min. $200,000 


and stay on 


annual sales, present owner to remain as man- 
ager, if he so desires. Reply to Box 98, Seuth- 
ern Building Supplies, 806 Peachtree St., N.E., 
Atlanta 8, Ga. 





MANUFACTURERS REPRESENTATIVES 
WANTED 





Fine opportunity for Manufacturers Represent- 
atives to handle nationally advertised complete 
line of fiberglass translucent structural panels 
sold thru building material trade. Good terri- 
tories are now available. Please write for full 
information —— Box No. 100, Southern Building 
Supplies, 806 Peachtree St., N.E., Atlanta 8, Ga. 





HELP WANTED 





Executive to fill one of the top positions with 
large retail lumber and building material organ- 
ization in Southeast with several branches, Must 
have experience in merchandising and building 
and be able to assume full responsibility. At- 
tractive salary for right man. No need to apply 
unless qualifications are outstanding. Mail re- 
sume of past experience to Box 99, Southern 
Building Supplies, 806 Peachtree St., N. E., 
Atlanta 8, Ga. 
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Atlanta Oak Flooring Co, to be Wing-Line Fit 'n’ Finish. Any size of 
Atlantic Steel Company | shutter installation for windows, doors, screens 
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NEW! DOOR INSERT 


MAKES ANY WOOD DOOR A WINDOW AND DOOR 


Any exterior stock wood door can entilate and when closed it's com- 
be equipped with oe new ae tely weather-tight. 
hung, weather-tight aluminum window : : : 
Son Insert to eliminate the need for ceceeeennm for price ond perp Pemba HCE 
a screen door. Made of heavy ex- DOOR INSERT CO., INC. 
truded aluminum it comes completely 5425 BLOSSOM STREET ai 
assembled, (except for glass, wire), HOUSTON, TEXAS 
with frame, sash locking device and Rush sample Door-Insert at $6.00. 
plastic splines for glazing and screen- ite 
ing. Available in all standard sizes or vaianaaiie 
custom made to fit any door. When Address 
opened, the door insert allows the air : 
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A Collection Service That 
Gets The 


MONEY! Gr® 


IF YOU HAVE MONEY TIED UP 
IN OVER-DUE ACCOUNTS; 


YOU can NOW return it to your business, and start it coming 
in just a few days. 


Here's the truth about this new wonder serv- 
ice: 


@ It's self-operative, and so simple a child can operate. Yet 


and approval. 
nothing. But if we find it satisfactory we'll honor your invoice 


for $7.50. 
NAME 
ADDRESS 
CITY 


90 


it is the most powerful and effective collection scheme ever 
devised. it gets the money quickly from either good or bad 
debts. It preserves and actually builds good-will. There are 
no fees nor commissions to pay. The expense is only a few 
pennies to each account. 


It’s neither the familiar stickers nor only a final notice. It’s 
a real collection service. Thousands report that it is the most 
satisfactory and successful collection service they ever used. 
| could go on and on citing case histories of what it has done 
for others. But | want YOU to just see for yourself what it 
will do for YOU—what YOU can accomplish with it. 


Here’s how: Use the form below to grant your permission, and 
I'll send the service, on approval, for you to actually collect 
your accounts. You may, for any reason, or no reason at all, 
return it and owe nothing. But I’m sure you'll use it, and 
that you will get results. 


And when you are convinced of satisfactory results—by actu- 
al collections made—within thirty, or even sixty days, if nec- 
essary—send only $7.50—though it may be worth hundreds 
of dollars to you. The collection of only one small account 
will be worth many times the cost of the entire service for a 
hundred accounts. 


Until you have tried this service you will never know what 
it is costing you to be without it. Send for it today, and 
within the next few days you will be getting your money. 
Do it NOW, while it’s on your mind... 


D. M. Reese, Managing Director 
Creditors Service Company 

P. O. Box 65 

Murphy, North Carolina 


Send your system for thirty, or if necessary, sixty days trial 
We reserve the right to return it and owe 
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Boom times’s no time to dally in the daisies. 
There's too much construction going on... 
too many Ualco Aluminum Windows to be 
sold... too much money to be made. 


Look around you. That's where the pickin’s 
are — out at the jobsites, where builders are 
busy ... in architects’ offices, where boards 
are creaking with the weight of new projects. 
They need windows, those buildings, and 
you can supply them. One line does it — 
Ualco makes them all. 

Of course, there is a danger. If you sell 
Ualco Windows to one builder, pretty soon 
you'll have to sell to all of them. Ualco 
quality, ease of installation, and home-selling 
features are much in demand. 


So take stock of your stock. Make sure 
you've plenty of sizes, in all twenty styles. 
Fastest delivery in the industry. A few rosy 
territories are still available. Write now. 











..» Pick the Flowers. Stock Up! Get Busy! And Cash in On the Boom 


DOUBLE HUNG 
es 


HORIZONTAL SLIDER 





eeeeeeeoeaeeoeneeee eeeeeeeeeeeeeee@ 


AWNING 4 JALOUSIE 


4 ‘y 
i 

The Finest Windows 

Man Has Ever Made 


Southern 


SALES & SUPPLY CO., INC., She 


WAREH SES AND SALES OFFICES 


Sheffield, Alabama San Leandro, California 
Florence, Alabama Tampe, Florida 
Huntsville, Alabama Fort Lauderdale, Florida 
Montgomery, Alabame Elizabeth, New Jersey 
Van Nuys, Californic Canton, Ohio 
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Fastest Selling 
Storm Window Kit 
Mh 
STORM 
READY TO TAPE ON DOOR KIT 
36” x 72” Plastic Two Full Size Storm Windows i, |. 36" x 84" weather- 
Sheet in Each Kit. os a proof kraft with 
18’ Fibre Molding. By * i { ; 12” x 12” clear 
Package of Nails. . any “4 4 200° plastic window. 
One full size Stor we z = 2. 21° Fibre molding. 
window, packed | 2 Sheets Plastic—72" x 36 “ 3. Package of Nails 
/ in each colorful box. 36 Feet Fibre Molding. > Individually wrapped, 


36 in a Dispensing 2 Packages of Nails. Pac , 
Display Carton. Packaged in Snappy 3 Color Plastic Envelope. pred : . ae oo T ieene eer, 





MARK-UP 


GA HOUSEHOLD waar 
RDEN MULCH ~ 
RIBBED MATTING AND FLOOR RUNNER = fly / y-Wra 


Mat =" Vinvi-Mat’ | [E2s¥-Greu] 


Cot Lengths 20 ft. x 36 inches 


1 doz. rolls samme seeet 
60" x 30” © | 

Packed in 

colorful 


i 
I 
| 
| ss Plastic New type of transparent 
| & 
I 
A) Bulk Rolls Self-Service “= 
i 


"Tye. plastic wrap—preserves 
bese aA ——s food, protects household 
Hse a wi Individually packaged. articles from harmful dust, 

Red, Green, =. Plasti i. Ss 4 Contains all materials neces- dirt and moisture. 
Beige, Grey, Viny! Plastic <= sary for a complete family size} Comes in convenient 12° rolis, 
Floor Rumer : ice skating rink 50 ft. long in a Dispensing Con- 
Tough, Clear, Extra Heavy Packed Doz. in Counter Display. y ; tainer. Packed | doz. to display 
carton. 


Display 
50’ & 100’ 
All Plastic Lengths Cortens 
Floor Runner 


FAST 
TURNOVER 


FULL 
“THE BEST THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY PROFIT 


gam CovERALt 


RW MOISTURE-PROOF 


Vhs 





Pre-Cut Round 


4 Gauge Heavy Duty 
Black Coverall 
Individually boxed 






















¢ ; 5 HANDY and packed 3 to a 
SUN-RESISTANT SIZES shipper. . 
Sq. Ft 5 Sizes 
Look for ~ 
the Nome WATER F ‘ ~S 
Warp ROT-PROO! k 9 x 12’ of clear COVERALL. 
en ACID-PR Individually boxed. 
COVERALL : <7 i 
on the. oles Selling & nop FLEXIBLE AT ¢ . to Display Carton. 


if Material Will Be Exposed to Sunlight For Any Lenath of Time, Use BLACK COVERALL. 


Carried by Reliable Jobbers Everywhere 





